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Hartford Fire Marks 
125th Anniversary 
With Fine Pageant 


Connecticut Tercentenary Also Cel- 
ebrated on Grounds of Insurance 
Company Last Night 


BISSELL IN ACTOR’S ROLE 








Company President, Directors and 
Officers Portray Scenes From 
the Early Days 





The Hartford Fire yesterday cele- 
brated its 125th anniversary. This birth- 
day of one of the foremost fire insurance 
companies in the country, as well as the 
tercentenary of the State of Connecticut, 
was marked by a beautiful pageant given 
last night on the spacious grounds of the 
company in Hartford. The pageant de- 
picted various scenes in the growth of 
Connecticut, including certain episodes 
in the history of the Hartford Fire. In 
one of these President R. M. Bissell 
and directors of the company imperson- 
ated the first directors of the company 
in their meeting in Ransom’s Inn for the 
first business of the newly organized cor- 
poration, the election of a president and 
asecretary. Mr. Bissell took the part of 
Major Nathaniel Terry, first president, 
and one of the directors acted the role 
of Squire Walter Mitchell who was 
elected secretary. 

Call for June 27, 1810, Meeting 
This meeting of the directors on June 
27, 1810, followed a call published in the 
Connecticut Courant of June 16 of that 
year and reading as follows: “The sub- 
scribers being appointed by the act en- 
titled ‘An act to incorporate the Hart- 
ford Fire Insurance Company’ to call a 
meeting of the stockholders of said com- 
pany, for the purpose of choosing direc- 
tors of the same, do hereby give notice, 
that a meeting of said stockholders will 
be held on the 27th day of June inst. at 
10 o’clock forenoon, at the house of 
Amos Ransom, innholder, in the city of 
Hartford, for the purpose of choosing 
directors in pursuant of said act; and the 
stockholders are required to pay over 
the first installment, viz: two dolls, 50 
cts, on each share, on or before said 
27th day of June, to Walter Mitchell of 
said Hartford, who is hereby authorized 
to receive the same”, signed by Daniel 
Wadsworth, Daniel Buck and David 
Watkinson. 

Another scene in the pageant last night 


(Continued on Page 22) 
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PHOENIX 


Assurance Company, Ltd. 
of London 


55 Fifth Avenue, New York 


Metropolitan-Suburban and Brokerage Dep’ts. 
90 Maiden Lane 


1782 1935 


verenvacte Lime-tested Depression-proof 
Indemnity Company 
55 Fifth Avenue, New York 


Metropolitan Department, 90 Maiden Lane 
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Don't Believe Him! 


The improvement in business is spreading money over wider 
and wider areas of the country, making it possible for men 
and women to mend their broken life insurance estates, and 
for those who have never owned any life insurance to make at 
least a moderate start. The depression hasn't entirely gone, 
of course. It need not be entirely gone, and everybody need 
not have plenty of money, for life underwriters to get their 
share of the improvement. 


“I have no money” was the depression’s phrase. Every 
underwriter today would be wise if he disbelieved that state- 
ment, in every case, unless or until his prospect, if he can be 
induced to talk, has proved its truth. Numerous prospects who 
now have money are still, from depression habit, declaring that 
they have none. And many underwriters, through the depres- 
sion habit of believing the statement, are missing their share 
of an indisputable improvement. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM A. LAW, President 
PHILADELPHIA 


Independence Square’ 
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Companies Upheld In 
Unusual Blumenstein 
Disability Suits 


How Attempt to Use Incontestable 
Clause as Fraud Shield 
Failed 


ODD FEATURES OF CASES 


Cannot Cover Risk Already Pres- 
ent; Had Collected Large 
Payments Previously 


Life insurance companies have been 
following with considerable interest the 
disability action brought by Joseph J. 
Blumenstein, who following some experi- 








ence selling insurance went into the mer- 
cantile business in this city, against the 
Massachusetts Mutual and Provident 
Mutual. The Appellate Division, First 
Department, has now handed down a 
unanimous decision affirming the Appcl- 
late Term’s decision upholding the com- 
panies and without opinion. 

Four actions were begun by Blumen- 
stein to recover total and permanent dis- 
ability benefits against the two compa- 
nies named. Combined, these actions 
were tried as a single section in the 
Municipal Court, this city, resulting in 
a judgment for the plaintiff as to all 
four cases in that court. Appeal was 
taken to the Appellate Term which on 
July 13, 1934, handed down a decision 
reversing the judgments and dismissing 
the complaints in all four actions. 

Unusual Character of Cases 

The cases are unusual in that an at- 
tempt to use the incontestable clause’ as 
a shield for obvious fraud has failed. 
The record on appeal on file with the 
Appellate Division shows the defendants 
contended that Blumenstein between 1923 
and 1926 obtained policies of life insur- 
ance in the Travelers, Massachusetts 
Protective and New York Life. His ap- 
plication for insurance in those compa- 
nies was made under the name of Joseph 
Blumenstein, omitting the middle initial. 
In his application for these policies, 
Blumenstein gave different dates of birth 
in the year 1891, ranging from Septem- 
ber to November of that year, the com- 
panies say. Having obtained these poli- 
cles, it appears that Blumenstein became 
afflicted with pulmonary _ tuberculosis 
which developed, according to his own 
statement, on or about January 10, 1926, 
and he duly made claim against all three 
companies for this disability. 

The Travelers paid disability benefits 
on its policy on 1926 to June, 1931, 
when it settled this liability with a lump 
sum settlement amounting to $9,000, hav- 
ing paid Blumenstein at the rate of $150 
a month for five years. . 

The Massachusetts Protective paid the 
full amount of its policy and the New 
York Life settled for a lump sum set- 

(Continued on Page 12) 
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“Tell Mr. Hydebound I represent the triumph of thought over 


time,—man’s single victory in his everlasting struggle against the 
calamity of death.” 


For triumphant entrees try — 


— Organized Service — 


THE KEANE-PATTERSON AGENCIES 
225 West 34th Street 100 East 42nd Street 
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A group of headline speakers addressed 
the sales congress held at Newark last 
week by the Northern New Jersey As- 
sociation of Life Underwriters. The sales 
session took all morning and was fol- 
lowed by a luncheon meeting, enlivened 
by the wit of Charles C. Gilman, National 
Life of Vermont producer, whose talk 
burlesqued several of the sales congress 
features. : 7 

Presiding at the sessions was Charles 
J, Zimmerman, retiring president, who 


What George Kutcher, general agent 
for the Northwestern Mutual, does with 
his Saturday mornings was revealed at 
the Newark sales congress last week. 
He doesn’t play golf, but instead goes to 
one of the smaller communities scattered 
throughout New Jersey (he is a resident 
of Glen Ridge) and proceeds to canvass. 
In the past eight years he has written 
$1,500,000 in one of these towns on Satur- 


days. ‘ : 
Mr. Kutcher described his famous 
“You're Dead Tomorrow” sales talk 


where he takes as his premise that the 
prospect may be out of the picture in a 
few hours, and that is the standpoint from 
which to look at the life insurance set-up. 

Among the points made by Mr. 
Kutcher were: 

The first thing he does when he sits 
down beside a prospect’s desk is to re ach 
for the slide and pull it out. That gives 
him a place to work, lets the prospect 
know that he means business, and starts 
the interview off rapidly. 

Always he has issued additional pol- 
icies. He marks policies to use dividends 
for additional insurance and explains to 
the prospect afterwards why that is best. 

After selling a case Mr. Kutcher re- 
fuses to go back to his office. He tele- 
phones in and then makes other calls on 
names from the new policyholder. 

One of the most remarkable things he 
does is to walk into an office cold can- 
vass, grin and ask in a loud voice, “Any- 
body buying life insurance here today? 2” 
The unusual frankness and geniality of 
that entrance breaks the ice. a 
If on the way out of a private office 
he sees some one else working at a 
desk, Mr. Kutcher drops his card there, 
taps the person on the shoulder and is 
gone with an “I’ll be seeing you again.’ 

Making Big Fellows Shrink 

Particularly effective is his method of 
showing how little a life insurance estate 
that sounds big may really amount to. 
Just take the three ciphers off the end 
of the coverage and you have the weekly 
income at 5%. (“And where can you get 
5% today?” he asks). This makes the 
big fellow’s estate shrink to little, makes 
the “small potatoes” shrink to nothing. 
When a prospect announces with great 


pride that his estate is so much, Mr. 
es cries, “What a shame!” Then 
he proceeds to show how small the 


amount is compared with the need. 

When he sells a prospect a temporary 
program, he types the set-up and at the 
top in red ink is the wording “tem- 
porary.” Attached to it is the complete 
program, headed in black ink. Every 
age change Mr. Kutcher calls up the 





North Jersey Sales Congress 


Hears Personality 


ieaves behind him an unusual record. 
The election to the presidency of John 
Clayton and other officers was reported 
in last week’s The Eastern Underwriter. 
John E. Gibbs was chairman of the edu- 
cational committee which was in charge 
of the congress, and a cooperating com- 
mittee was headed by Dean Herbert C. 
Hunsaker of Seth Boydon School of 
Business which was one of the sponsors 


of the congress. The nominating com- 
mittee was headed by Howard C. Law- 
rence. 


Kutcher On Saturday Mornings Sells 
$1,500,000 In Small Jersey Towns 





GEORGE J. KUTCHER 


man, discusses going a little further 
toward the full program. 

Mr. Kutcher will not make up a pro- 
gram proposition until after the pros- 
pect has been examined. When the ex- 
amination has been passed he spends 
twenty minutes with the prospect, talking 
about how good the medical report is. 

Premium he always calls the “where- 
withal.” Not money. If asked “How do 
so-and-so com- 


you compare with the 
pany?” his answer is “They beat us. Re- 
mind me to talk about it later.” The 


subject is usually forgotten. 


Programming Puts Prgece 


On the Spot, Says Coolidge 


Programming is effective because it 
puts a prospect on the spot, makes him 
feel uncomfortable and realize that he is 
not doing so much for his family as he 
thinks he is, according to Robert B. 
Coolidge, assistant superintendent of 
agencies of the Aetna. Programming has 
survived the depression, which ended 
many a sales plan, because it is effective, 
inaking the sale easier, Mr. Coolidge said. 

“We don’t like to make people uncom- 
fortable, but that is our job,” he pointed 
out. Many a salesman fails because he 
can’t get himself to put sufficient pres- 
sure on the prospect to destroy his com- 

(Continued on Page 10) 





Novel Introductions 

An unusual system of introducing 
speakers was tried at Newark last 
week when each of the sales congress 
speakers was introduced by a repre- 
sentative of his company in Newark. 
Introducers were: 

William A. White, manager of John 
Hancock Mutual, for Stanley Martin, 
Columbus, O., producer; Arthur G. 
Derr, general agent, Aetna Life, for 
Robert B. Coolidge, assistant super- 
intendent of agencies; Joseph Keller, 
assistant manager, Masterson agency 
of the Equitable Society, for Horace 
H. Wilson, New York City manager; 
John Binns, special agent, Northwest- 
ern Mutual, for George J. Kutcher, 
Northwestern Mutual general agent; 
John E. Gibbs, Penn Mutual agency 
head, for Osborne Bethea, New York 
general agent; and Alvin Metcalfe, 
general agent, National of Vermont, 
for C. C. Gilman. 











Commissioner Withers 


Takes Bow At Congress 


Carl K. Withers, New Jersey Commis- 
sioner of Banking and Insurance, made 
his first appearance at a life insurance 
convention when he was present at the 
annual luncheon of the Northern New 
Jersey Life Underwriters’ Association in 
Newark last week. Commissioner With- 
ers made a fine impression on the crowd. 
He is one of the few New Jersey com- 
missioners to appear at an insurance 
meeting inasmuch as the office has a 
duai capacity and the commissioner him- 
self is primarily concerned with banking. 

Mr. Withers is a banker rather than 
a politician, having been selected by 
Governor Hoffman from a Trenton bank. 
He once sold insurance himself. 


Speakers 


Want Zimmerman for Trustee 
of the National Association 


Charles J. Zinimerman was hailed as a 
candidate to be a trustee of the Na- 
tional Association of Life Underwriters 


at last week’s meeting of the Northern 


— 





CHARLES J. ZIMMERMAN 

New Jersey Association. Mr. Zimmer- 
man was elected a trustee at last year’s 
convention in Milwaukee but withdrew in 
favor of someone else. He has been 
president of the Northern New Jersey 
Association during the past year and has 


made a remarkable record. He is general 
sent for the Connecticut Mutual in 
Newark. 


Osborne Bethea Sums Up Ideas 
From ‘Twenty-Five Leading Agents 


Osborne Bethea, general agent of the 
Penn Mutual Life in New York, reviewed 
sales ideas he has gotten from twenty-five 
of the country’s leading producers when 
he spoke at the Newark Sales Congress 
last week. He explained: 

I sat down and wrote to twenty-five 
successful producers in all parts of the 
United States. I requested them to give 
me their ideas on “Closing the Sale.” It 
was startling to read the replies and dis- 
cover the same basic ideas in almost every 
instance. 

I should like to summarize the thoughts 
given to me by those twenty-five produc- 
ers. From them I selected and pass on 
to you five major points to consider when 
discussing “How to Close Sales.” The 
consensus of opinion is as follows: 

(1) The Close Begins With Prospecting. 

It is absolutely essential that we get be- 
fore people under favorable circum- 
stances. Therefore, let us ask ourselves 
these questions about our prospects. 

(a) Do they have money? 

(b) Can I arrange to see them with 
prestige and authority; or 

(c) Will my idea and manner be so 
good that I can immediately create favor- 
able conditions ? 


Obviously, it seems to me this is the 
beginning of the close. 

(2) After We Select the Prospect, We 
Must Approach Him. 

This, according to my twenty-five ad- 
visors, is the second important step in the 
close. 

Elliott Hall, one of America’s greatest 
salesmen, “The close begins when 
1 open the man’s door. The way I ap- 
proach him has a great deal to do with 
the close. If I approach him with an air 
of confidence, with a smile on my face, 
extend my hand and give him a hearty 
handclasp, it is part of the close. When 
I first open my mouth, if my voice has a 
ring of assurance in it, it is all part of 
the close.” 

Prospects Organized, Salesmen Must Be 

(3) The third point for your considera- 
tion seems now to be generally accepted 
in the field of life insurance. “The sales- 
man must be organized.” Our prospects 
are organized, so why shouldn’t we be? 
Most of them have said “Yes” and “No” 
to a number of life insurance men, and 
they know the standard objections. There- 
fore, as Allan Gates says, “If prospects 
are well selected, your organized plan 
must stand in bold relief on the one hand 

(Continued on Page 10) 
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OF COMPANY SUPPORT 


Reliance agents are not 
sent into the field with a 
rate book and a pat on the 
back. Behind this veritable 
army which spreads from 
coast to coast is tangible 


evidence of Company sup- 


There is a well-organized 


Reliance 


outstanding pre-approach, 


advertising service, follow- 


entations, a comprehensive 


insurance analysis service, 


and competitive features, 
national and regional sales 
conferences, periodic con- 
tact with policyholders, pol- 
icyholders’ service, and na- 


tional advertising and pub- 
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of sales assistance 
representa- 
It includes an effec- 
ining course, stand- 


sales interviews, an 
ct mail, visual pres- 


ous sales promotion 
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Knight Agency Defies Rain at Outing 


The Charles B. Knight Agency, Inc., 
New York, has tough luck on its annual 
outings. It rained last year on the an- 
nual outdoor play day and it rained a 
few days ago when the agency was hav- 
ing its outing at the Westchester Country 
Club, Rye, N. Y. 

But the gloom of the weather was not 
reflected at the dinner because the agen- 
cy had just completed an extraordinary 
month during which $4,500,000 of new 
business was paid for. That record is 
extraordinary for an agency even in 
times of prosperity. The agency had di- 
vided itself into two teams of producers 
for the month of May, one headed by 
Herman Stark, who at various times has 
been leader of the Union Central coun- 
try-wide, and by Diedrich H. Ward, who 





WHEELING ELECTS OFFICERS 
Life ot 





Underwriters Choose Morrison 
President; Frank Davis Among 
Speakers at Congress 


The Wheeling, W. Va., Life Under- 
writers’ Association closed a year of ac- 
tivity on June 19 with a sales congress 
and election of officers. Joseph A. Mor- 
life Lee C. Paull, 
Inc., was chosen president; Robert Car- 


rison, manager for 
son, manager, Equitable of D. C. 
president, and J. 


, vice- 
R. Paisley, secretary- 
Directors elected Don 
Hart, Travelers; G. F. Ashenhart, Pru- 
dential; H. J. Hores, Equitable Society, 
and George V. Dawson, Sun Life. 

The sales congress which attracted 240 
underwriters had among its list of speak- 
ers Frank H. Davis, vice-president, Penn 
Mutual; Gordon Davis, supervisor at Cin- 
cinnati for the Metropolitan Life; Stan- 
ley Martin, star producer at Columbus 
for the John Hancock; Paul Speicher, 
editor, R. & R. Service, and Wade H. 
Heavey, assistant manager, Equitable So- 
ciety, Wheeling. 

The organization had a good year, 
holding largely-attended monthly meet- 
ings and increasing its membership nearly 
50%. Ford Shepherd, Penn Mutual, was 
in charge of the sales congress. 


treasurer. are 





MORTON SYRACUSE MANAGER 
George Francis Morton of Syracuse 
has been appointed district manager there 
for the R. Clinton Meadows agency of 
the National Life of Vermont. 
D. Cutler, who was general agent in 
Syracuse until the merger of the Syra- 
cuse, Utica and Binghamton agencies un- 
der the management of Mr. Meadows 
will continue as a member of the organi- 
zation. As previously announced, John 
W. Calder, former general agent at Utica, 
will head a production unit of the Mead- 
Ows agency in that city. Mr. Morton, 
the new Syracuse manager, is a graduate 
of Syracuse University and has had 
many civic connections there, including 
several years’ service as an executive of 
the Boy Scout movement. 


Edward 


The Old Line Life of America has ap- 
pointed two new general agents. Albert 
H. Haugen, who formerly conducted a 
general insurance agency in Faribault, 
Minn., has charge of eight counties in 
Minnesota. George B. Wells, an experi- 
enced life underwriter, has charge of a 
wide territory with headquarters in 
Ithaca, Mich. 


W. A. WOOD JOINS POSTAL UNION 


W. A. Wood, who several months ago 
resigned as agency secretary for the 
Occidental Life of Los Angeles, has been 
appointed to the same position for the 
Postal Union Life of Hollywood. 


specializes in writing college men and 
has 300 policyholders in a single univer- 
sity. Stark’s team won. 

The outstanding individual producer 
for May was Lester Rosen, a graduate 
of Wharton School of Finance, Univer- 
sity of Pennsylvania, who paid for $1,- 
000,000 last year, and closed the month 
of May, 1935, with $410,000—twenty-nine 
different cases. D. H. Ward was sec- 


ond with $303.000 paid production. Stacey 
Forman, Joseph Gross and 


Beebe, J. J. 





Sigmund Wiltschek were among othe 
agents making a particularly good show- 
ing. 

Despite the all day rainfall the golfers 
made their rounds, best score being 
chalked up by Henry C. Flower, 89. and 
Dr. J. J. B. Rector, 90. ' 

Walter E. Barton is president of the 
agency; Paul S. Ranck is vice-presiden 
and treasurer ; Maurice Ziff is office map. 
ager, and H. E. 


Davies is agency assist. 
ant. 


Top row left to right: Harold C. Parsons, Diedrich H. Ward, Oscar J. Wirtz, 


Charles A. Cox, E. H. Ellis, Hugh White, Frank DePau, V. R. Preston. 
Left lower: Milton Neurad. Center: Walter E. 
Barton, general manager C. B. Knight Agency, Inc. 


row, left top: Preble Tucker. 


scales. 


Right lower: R. K. Engel. 


Second 


Right top: H. L. Clink- 


Fourth row left to right: Lester Rosen, 


Major A. P. Simmonds, F. M. Libby, H. Sheridan Baketel, Jr.; C. B. Lehmann, 


Gustave Leers. 


Fifth row left to right: Kern Moyse, James D. Banks, Irving 
Sussman, Oscar F. Jonach, Louis Guberman, Rinaldo W. Troupe. 


Bottom row 


left to right: Maurice Ziff, assistant manager C. B. Knight Agency, Inc.; R. 
Maechtel, Walter Leon, Stacey K. Beebe, A. A. Wiederhold. 
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4, H. Jones Succeeds 
Late W. E. Diefendorf 


wiTH AGENCY FIFTEEN YEARS 








New Manager Once a British Insurance 
Man in Worcestershire; Has Been 
Personal Producer 





Albert H. Jones, a producer for the 
Mutual Life at 165 Broadway for the 
past fifteen years, has been appointed 
manager of the company’s: agency there, 
succeeding Warren E. Diefendorf who 
died last week. Mr. Jones, of Welsh de- 
scent, was at one time district manager 
of the Royal Liverpool insurance group’s 
branch at Langley, Worcestershire, Eng- 
jand. He has been a citizen of the 
United States since 1915. 

In 1919 Mr. Jones became a member 
of the Mutual Life’s field force in Brook- 
lyn. The next year he became connected 
with the agency at 165 Broadway, then 
ynder the management of Frank W. 
Adams who has since retired. He has 
qualified for membership in the Mutual 
Life’s $250,000 field club and his appoint- 
ment is in line with the company’s policy 
of promoting its own field men as man- 
agers when vacancies occur. 

Residing in Mount Vernon, N. Y., Mr. 
Jones was for several years treasurer of 
the Chester Hill M. E. Church of which 
his late predecessor, Warren E. Diefen- 
dorf, was a member. He is a member of 
the Larchmont Shore Club. 

The Mutual Life’s agency at 165 Broad- 
way was first organized with George A. 
Brinkerhoff as manager. He was fol- 
lowed by Manager Adams and upon his 
retirement a year ago by Manager Dief- 
endorf. 


W. KEMPF JOINS CERF AGENCY 
Werner Kempf, formerly with the 
Equitable Society in New York City for 
many years, joined the Louis A. Cerf, 
Jr. agency, Fidelity Mutual, New York, 
on June 15 as unit manager. He started 
in the business about twelve years ago 
with the agency of the late Ferdinand 
Strauss and following Mr. Strauss’ death 
he continued with the Sam Karsch agen- 
cy as unit manager. He is a good per- 
sonal producer as well as having built 
up a large production for the units under 
his charge. 


GUESTS OF BERMUDA LINE 


Agents and officials of the United 
States Life and their wives were guests 
of the Furness Bermuda Line at tea on 
board the Queen of Bermuda on Friday, 
June 21. The program included motion 
pictures of Bermuda, a tour of inspection 
and short addresses by Henry Moir, 
president of the company, and Ben S. 
Graham, vice-president. The company 
will hold its convention in Bermuda this 
September. 


CONVICT BARRY AND KARATZ 


Dave Barry and Abraham Karatz have 
been convicted in Chicago of conspiring 
to embezzle $55,000 from the Amalga- 
mated Trust & Savings Bank of Chicago, 
part of their plot to get control of the 
Abraham Lincoln Life and wreck it. 
Barry was the famous “Long Count” ref- 
= of the second Dempsey-Tunney 
ght. 


ELECTED SEC’Y-TREASURER 


The Kentucky Home Life has elected 
J. B. Williams secretary-treasurer of the 
company to succeed S. Lewis Guthrie, 
resigned. Mr. Williams was formerly as- 
Sistant secretary-treasurer. 


RECOVERING FROM ILLNESS 
Burton Van Dyke, actuary, Kentucky 
Home Life, is recovering from the ill- 
“less which has confined him to his home 
ior the past several weeks. 




















DETROIT LIFE HEARING JULY 1 


A hearing on the reorganized, rehabili- 
tation or reinsurance of the Detroit Life, 
now in receivership, is scheduled for July 
1 at Lansing. 
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Such an advertisement appearing in the newspapers would 


have a startling effect . . . thousands of people would 
clamor to know what it was all about. 


But it is no new idea. . . . For years Life Insurance has 
been making possible old age pensions, higher standards 
of living and financial security. . . . That this work has 
not been in vain is attested by the fact that more than 
60,000,000 policyholders have $98,000,000,000 of insur- 


ance in force. 


Yet the work has only started . . . the surface has just 
been scratched . . . there are millions who want financial 
security from the uncertainties of life. Today there is a 
more fertile field for Life Insurance than ever before. Life 
Insurance Companies not only have tremendous assets 
represented by dollars and cents but they also have that 
most valuable asset . . . Public Confidence. 


THE MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 
COLUMBUS, OHIO 














N. Y. Managers Ass’n 
Win Tax Decision 


RESULT OF HEARING IN MAY 





Letter from City Department of Finance 
Favors General Agents; Commis- 
sions Non-Taxable 





The City of New York Department of 
Finance has ruled that commissions re- 
ceived by a general agent are non-tax- 
able receipts and therefore do not come 
under the New York City business tax 
law. Credit for the favorable decision is 
due the Life Managers Association of 
Greater New York, which fought the tax 
law from the start, advised its members 
to pay the tax under protest and on 
May 16 argued its case before the Board 
of Excise Tax Review. General agents 
who have paid the tax will receive re- 
iunds for the amount paid. 

A letter under date of June 20 from 
Milton Sclomon, deputy comptroller, city 
department of finance, to Edward W. 
Allen, president of the Life Managers 
Association, states: 

“Pursuant to the provisions of Local 
Law No. 9, for the year 1934, (Section 
6) the Board of Excise Tax Review atter 
due consideration of the evidence sub- 
mitted at the hearing held on May 16, 
1935, has determined that commissions 
received by a general agent of a life in- 
surance company in the City of New 
York are non-taxable receipts.” 

Among representatives of the associa- 
tion at the hearing were Rudolph Recht, 
Northwestern Mutual; R. H. Keffer, 
Aetna Life; J. D. Bookstaver, Travelers; 
Horace Wilson, Equitable Society, Harry 
Gardiner, John Hancock; William F. 
Atkinson, Northwestern Mutual, and Mr. 
Allen, New England Mutual. Watson 
Washburn was counsel. 





DOUGLAS J. MURPHEY MARRIED 

Douglas J. Murphey, manager of the 
publicity department of the General 
American Life of St. Louis, and Miss 
Rita De Leporte, prima ballerina of the 
Metropolitan Opera, were married in St. 
Malachy’s Church, New York City, 
known as the actors’ chapel, last Satur- 
day morning. Mr. Murphey’s brother 
Lysaght Murphey was best man and 
Eliot H. Sharp, an officer of Equity Corp. 
which controls the General American 
Life, was one of the ushers. Miss De 
Leporte was escorted to the altar by 
Earle R. Lewis, treasurer of the Metro- 
politan Opera Association, and was at- 
tended by Mrs. Donald S. Stralem as 
matron of honor. 


MRS. JOHN A. McCALL DEAD 

Mrs. Mary I. McCall, widow of John A. 
McCall, who was president of the New 
York Life from 1892 to 1906, died last 
week in this city at the age of 87. 

Seven children survive, Mrs. Albert 
McClave, Mrs. Darwin P. Kingsley, 
widow of the late president of the New 
York Life; John C., Lawrence B., Clif- 
ford H., Leo H. and Sydney C. McCall, 
all residents of this city; also fourteen 
grandchildren and eight great grand- 
children. 

Mr. McCall died in March, 1906. 





MILLION DOLLAR ROUND TABLE 


The Million Dollar Round Table of 
the National Association of Life Under- 
writers convention will be held at the 
Savery Hotel, Des Moines, beginning 
breakfast at 8:30 a. m. on Tuesday, Sep- 
tember 17. Caleb R. Smith is chairman 
of the 1935 Table. 





GEORGE A. MARTIN MARRIED 


George A. Martin, former vice-presi- 
dent of the Continental American Life of 
Wilmington, and Miss Charlotte C. Rust 
of Wilmington, were married on June 5 
at Carson City, Nev. Mr. and Mrs. Mar- 
tin will make their home at 899 Green 
Street, San Francisco. 

Mr. Martin has been appointed gen- 
eral agent at San Francisco for the 
Oregon Mutual. 
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Dr. Edwin S. Lewis, Four Minute 
Interview Man, Perfect Agent, Dies 


Long Friend of Woodrow Wilson; 
ton; Once Practiced Law; 


Former Professor at Prince- 


Large Writer With 


Harry F. Gray Agency 


In the death last week at the age of 
67 of Dr. Edwin S. Lewis of the Harry 
F. Gray agency, Connecticut Mutual, a 
former university professor, linguist, edi- 
tor and lawyer, New York City lost one 
of its finest insurance agents. It would 
have been entirely feasible for an insur- 
ance company at a national convention to 
have devoted an entire i to Dr. 
Lewis, dividing the time into considera- 
tion of background, methods of operation 
and approach, study of the technical 
sides of the business, closing of business. 
In the opinion of Harry F. Gray Dr. 
Lewis was a perfect agent. 

In his good years this agent averaged 
from $750,000 to $1.000,000 of insurance. 
Nearly all of his business was written 
upon persons who were carefully selected 
and were reached by correspondence. 
He would write a letter, giving object of 
his desired call, promising to present his 
proposition in four minutes and asking 
for an interview. The letter clicked most 
times. That four minute interview was 
a classic which was finally cut down half 
a minute, and concluded with the ques- 
tion, “Shall T proceed ?” 


Had Great Insurance Library 


session 


Dr. Lewis had the best library of in- 
surance books of any of the agents. As 
far back as 1926 he had a standing order 
in with every publisher printing business 
books for any volume which had to do 
with insurance. He offered a premium 
for rare insurance books which he want- 
ed. He kept little in the limelight, but 
in the Gray agency his talks were care- 
fully followed by other agents with pencil 
and note books. 

Dr. Lewis long was a friend of Wood- 
row Wilson, whom he knew when both 
taught at Princeton and Mr. Wilson was 
president of the University. In late years 
Dr. Lewis had devoted himself to insur- 
ance and had been active in setting up 
life insurance trusts and in planning busi- 
ness life insurance work. 

As a salesman he sold, until a few 
vears ago, an average of $750,000 to $1,- 
000,000 annually. His legal knowledge 
aided him greatly in his work as an in- 
surance adviser. 

Born at Amherst, Mass., he was a son 
of the late Dr. Edwin Rufus Lewis, a 
medical missionary in the Near East, and 
the late Mrs. Harriet Goodell Lewis. 

Had Numerous Degrees 

He attended the College de Geneve in 
1878-83 and was graduated from Wabash 
College with an A.B. degree in 1888. He 
received an A.M. degree there in 1891, a 
Ph.D. degree from Johns Hopkins Uni- 
versity in 1892 and an LL.B. degree at 
New York University in 1907. 

In 1890-91 he was a fellow at Johns 
Hopkins University in romance languages 
and in 1892-94 was assistant in romance 
lancuages there. He went to Princeton 
in 1892 as an instructor in romance lan- 
guages, two years later became an as- 
istant professor and in 1898 a professor 
in that department. He remained on the 
faculty until 1907, when he began the 
practice of law in New York City, spe- 
cializing in estate work. He practiced 


successfully until 1926, when he joined 
the Gray Agency. 
Linguist 


Dr. Lewis was an expert linguist. He 
edited editions in their original languages 
of “Michel Strogoff,” by Jules Verne; 
“La Tulipe Noire,” by Alexander Dumas 
the elder, and “Dona Perfecta,” by Benito 


Perez Galdos. He was the author of a 
dissertation, “The Dialect of Guernsey,” 
and of articles and reviews on law, travel, 


life insurance, literature and philology 


He belonged to the New York County 


lawyers’ Association, Phi Beta Kappa, Pi 
Gamma Mu, Beta Theta Pi and Phi Delta 
Phi. He was a member of the Hard- 
ware Club. 

Ill a Short Time 

During 1935 Dr. Lewis’ production fell 
off as he had been ill with grippe for 
some time. His last illness was of brief 
duration. 

He leaves a widow, a sister, who is 
the wife of a Rutgers professor, and a 
brother. The funeral was Sunday at the 
Church of the Divine Paternity Parish 
House, 4 West Seventy-sixth Street. The 
body was cremated. 


TRY TO OVERCOME “C. R.” 





Prudential’s Newest Training Phrase 
Discussed at Wofford Agency 
Luncheon in New York 
“Overcoming C. R.” is the latest phrase 
being used by the Prudential in its agen- 
cy work; the meaning of the phrase is 
overcoming call reluctance and it is being 
discussed by Prudential agencies all over 
the country. It formed the theme of a 
luncheon meeting held last week by the 
H. L. Wofford agency of 90 John Street, 
New York City, the place of the luncheon 
being the Columbia University Club. 
Allen Wofford of Johnson City, Tenn., 
brother of the New York City manager, 
is attending the training course being 
given by LeRoy N. Whitelaw and was 
present at the meeting, which had an 
attendance of twenty. 


General Agent at Charlotte 


For Connecticut Mutual Life 





PHILIP F. HOWERTON 


Philip F. Howerton has been appointed 
veneral agent for the Connecticut Mutual 
Life at Charlotte, N. C., and will main- 
tain headquarters there in addition to a 
district office at Greensboro, former 
headquarters for that territory. He has 
been supervisor in the Charlotte agency 
of the Penn Mutual Life. He entered 
the life insurance business as an agent 
for the Atlantic Life and was subsequent- 
ly with the Connecticut Mutual before 
joining the Penn Mutual Life. 

Mr. Howerton is a native of Charlotte 
and is a deacon of Charlotte’s First 
Presbyterian Church, a member of the 
chamber of commerce and the local life 
underwriters’ association. He is a grad- 
uate of Washington and Lee. 














THE LIFE UNDERWRITER 
QN A CAREER BASIS 


(LIFFORD L. A\CANILLEN 


GENERAL 


THE NORTHWESTERN /A\UTUAL 
LIFE INSURANCE (O/\PANY 


A\AIN OF FI(E*® 347 AKAADISON AVENUE 
TIAXES SQUARE BRAN(H°?I14 50 BROADWAY 


AGEN T 








Woods Agency, Formed! 
In 1880, Passes Billion 


FIRST TO PAY FOR THAT Mucy 





Founded by ‘Dr. George Woods Who 
Was Succeeded by Edward A. Woods, 


Life Insurance Genius 





The distinction of paying for a billion 
dollars of life insurance since organiza. 
tion goes to the Edward A. Woods 
Agency of Pittsburgh, this mark having 
been passed at the end of May, this year 
It is the first life insurance agency to 
have paid for that amount of business 
It is exclusive of Group insurance. 

The Woods agency was organized jp 
1880 by Dr. George Woods. He took his 
son, Edward A., into the agency, and in 
1890 E. A. succeeded to the management 
and soon began making production his- 
tory. His genius, resourcefulness, literary 
and business slant and abilities made him 
the outstanding general agent of Amet- 
ica; also, the most quoted. He continued 
a leader in life insurance until his death 
in 1927. In 1911 the agency was incor- 
porated as the Edward A. Woods Co, 
and when Mr. Woods died William M. 
Duff, associated with him for years, was 
elected president. 

Up to December 31, 1934, the Ordinary 
insurance paid for by the Woods agency, 
exclusive of Group, totalled $985,588,483, 
Production figures just released by th 
Equitable show that with new insurance 
of $15,322,579 written and paid for during 
the first five months of this year, the 
agency passed the billion dollar mark. 





OLD LINE LIFE CONVENTION 





President John E. Reilly to Address 
Silver Jubilee Meeting at Home 
Office July 9 and 10 

The Old Line Life will celebrate its 
twenty-fifth anniversary with a silver 
jubilee convention at the home office at 
Milwaukee on July 9 and 10. About 200 
agents have qualified and of that number 
fifty have qualified in paid volume for a 
special post-convention outing at Law- 
sonia Country Club on Green Lake, Wis., 
July 11 and 12. 

John E. Reilly, president of the com- 
pany, will extend greetings to the dele- 
gates at the opening meeting and N. 
Gust Hartberg, general agent at Mari- 
nette, Wis., will respond. Paul A. Park- 
er, manager of the life department, will 
preside at this session at which Paul 
Speicher, editor R. & R. Service, will 
speak on “Solving the Problem of Eco- 
nomic Security” and Olivia Orth, Mil- 
waukee dramatist, will present a playlet. 
Entertainment for the agents and their 
wives has been arranged for the evening. 

A barbecue picnic at Pewaukee Lake 
in Waukesha County has been planned 
for Wednesday and in the evening the 
convention banquet will be held at the 
Pfister Hotel in Milwaukee. John Mar- 
shall Holcombe, Jr., manager, Sales Re- 
search Bureau, will be the guest speaker 
and H. A. Woodard, in charge of the 
company’s health and accident depart- 
ment, will be toastmaster. 





WADE NAMED TO DETROIT LIFE 


Commissioner John C. Ketcham of 
Michigan, designated receiver for the 
Detroit Life, has delegated his second 
deputy, Ralph M. Wade, to take over 
active representation of the department 
at the company’s offices for the time be- 
ing. Mr. Wade had planned to leave the 
department to become comptroller of the 
Michigan Mutual Liability on July 1 but 
will remain until after the press of busi- 
ness. 





UNION MUTUAL IN ST. LOUIS 

Edwin Baur, for several years St. Louis 
manager for the Union Mutual Life of 
Portland, Me., has been appointed man- 
ager of the life department of Joseph 
F. Hickey Co., which has been made 5t. 
Louis manager for the Union Mutual 
now. W. H. Becker and F. L. 
Schumacher will be associate managers. 
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CONMUTOPICS 


Sell them in the Summer! 
* * x 


You must eliminate suspects and constantly 


replenish your file with new prospects 
* « *@ 


Ink manufacturers now state that the sale of 


black ink (not red) is showing an increase! 
* ¢ 4 


if a business wouldn't be worth anything with- 
out a man, then he needs life insurance to 
make it worth something to his family and 
stockholders. It automatically liquidates at 
100 cents on the dollar, inventory, machinery 
and stock which for liquidation purposes are 
worth only a fraction of cost. It enables the 
family of the deceased partner to withdraw 


capital from the business without disturbing it 
* * x 


There will be widows in the future as there 
have been in the past. There will be orphans 
in the future as there have been in the past. 
People will grow old in the future as they have 
in the past—''Has anyone a job that is more 
important or more intensely inspiring than 
ours?" writes a Connecticut Mutual General 
Agent 
* * * 


The policy of The Connecticut Mutual is to 
offer a good Connecticut Mutual policy 


* * * 


There is no easier way to kid one's self in the 
life insurance business than to believe that 
there are other things more important than 
prospecting. Unless definite systematic plans 
are made for adding to your list of prospects, 
you automatically kick yourself out of this 


business 
* * * 


There is no question but that a human interest 
story, well told, will often change a prospect's 


NO to YES 
s * *# 


What is a prospect? A man you can sell; 
build around. If in a good-sized firm, his influ- 
ence may give you more business in that plant 
than double the effort elsewhere 





Connecticut's Oldest Life Insurance Company 


Joins In Celebrating Connecticut’s Tercentenary 





Men and women of this character established 
in Connecticut self-government which has 
stood for three centuries 


The legend ‘1635-1935, Connecticut 300 
Years" springs from the very heart of the 
medal—an innovation in the medallist's art 


The reverse of the medal shows the trans- 
planted grapevines of the State Seal, and 
the motto, "Qui transtulit sustinet'’ — He 
who brought us hither sustains us" 


89 Years 


THECONNECTICUT MUTUAL Fis 
NTFE “INS URANCEG 





The Tercentenary Medal, at left, shows a group 
of men and women—the founders of Connec- 
ticut—dominated by the commanding figure 
of Thomas Hooker holding the Fundamental 
Orders. At his side sits his invalid wife, 
Susannah 


These early settlers of Connecticut were God- 
fearing men and women, “sprung from Earth's 
best blood," bred in the most advanced 
thought and ideals of their age 


They had the strength of mind and will to 
achieve their ends 





of Public Service 
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T. R. Fell Honored 
By Life Managers 


IS ELECTED HONORARY MEMBER 





Annual Golf Tournament Attracts Many 
to Montclair Club on Tuesday; 
Prize Winners 





T. R. Fell, prominent general agent in 
the business for more than four decades 
prior to his retirement in 1932, was elect- 
ed an honorary member of the Life 
Managers Association of Greater New 
York at the annual outing held Tues- 
day. The tribute, a rare one in the as- 
sociation, came as a surprise to Mr. Fell 
and drew from him an expression of his 
deep appreciation. 

Mr. Fell was formerly a general agent 
in New York City for the Massachusetts 
Mutual, being succeeded upon his re- 
tirement by Lawrence Simon, who had 
entered his agency as a producer in 1915. 
During his active years he was a leader 
in movements for maintaining high 
standards in the business. 

Homans Win Golf Prizes 

Clear skies and warm weather attract- 
ed about forty of the New York mana- 
gers to the Montclair Country Club near 
Montclair, N. J., early Tuesday morning 
where golf was the main feature of the 
day. Dinner was held at the club in the 
evening during which Edward W. Allen, 
president of the association, presided at 
the short business session when action 
was taken electing Mr. Fell to honorary 
membership. 

Winners of golf prizes were Sheppard 
Homans and Eugene Homans, Equitable 
Society, for best ball foursome; low net 
score, W. T. Gudeon, Connecticut Gen- 
eral; low gross, R. H. Keffer, Aetna 
Life; kickers’ handicap, Harry Gardiner, 
John Hancock; and guest prize, Sayre 
MacLeod, supervisor of Ordinary agen- 
cies for the Prudential. 


Court Sets Aside $20,000 


Damages in Sullivan Suit 
Against Stratford Morton 


The Missouri Supreme Court, Division 
No. 1 at Jefferson City on June 24 set 
aside the $20,000 libel suit judgment 
awarded by a jury in the St. Louis Coun- 
ty Circuit Court at Clayton, Mo., to 
James P. Sullivan, former local general 
agent for the Lincoln National Life, 
against Stratford Lee Morton, general 
agent at St. Louis for the Connecticut 
Mutual. The original verdict of the jury 
awarded Sullivan $10,000 actual and 
$15,000 punitive damages, but the trial 
judge reduced the total verdict to $20,000. 

Sullivan’s suit was based upon a letter 
that Morton wrote to an official of the 
Lincoln National Life complaining about 
Sullivan’s sales methods in competition 
with agents of other companies. In the 
letter the word “twisting” was used. 
Sullivan contended that this letter was 
responsible for the subsequent cancela- 
tion of his general agency contract with 
the Lincoln National. Morton was head 
of St. Louis General Agents Association. 

Presiding Judge Frank of the Supreme 
Court, who wrote that court opinion in 
the case, held that the St. Louis County 
Circuit Court erred when it failed to 
sustain the demurrer to the evidence of- 
fered on behalf of Morton. 





N. J. SUPERVISORS MEET 

The Life Supervisors Association of 
Northern New Jersey had its final meet- 
ing of its first season on Wednesday 
when a luncheon was held at Bamberg- 
ers. The association was formed a few 
months ago and is headed by John Elli- 
ott, Penn Mutual. 








WOODWARD and FONDILLER, Inc. 


@ Consulting Actuaries * 
90 John Street, New York 


Telephone Beekman 3-6799 
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Guardian Leaders to Celebrate Company’s 








“Diamond Jubilee” at Convention 








tainment has been arranged. 








50 UNION SQUARE 


Guardian of American Families 


Leaders of The Guardian Life field organization will attend the 
Company’s 75th—“Diamond Jubilee”—Convention at the Waldorf- 
Astoria Hotel, New York City, on July 17th, 18th and 19th. 


j| A program replete with matters of interest, information, and enter- 


On July 20th, members of The Guardian Life President’s Club will 
sail for their meeting—to be held this year in Bermuda. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Established 1860 


NEW YORK CITY 
for 75 Years! 
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STATE MUTUAL 90-YEAR BOOK 





William H. Cunningham, Statistician and 
Forty Years With Company, Writes 
Historical Volume 

The State Mutual Life has issued an 
anniversary book, “Protecting Three 
Generations,” which tells the story of 
the company’s founding ninety years ago. 
A feature is a symbolic tree, used all 
through the book and most clearly on 
the end papers, with the company’s in- 
vested assets as roots, home office as 
trunk, general agents and agents as 
limbs and policyholders as leaves. The 
author is William A. Cunningham, sta- 
tistician, who has been with the com- 
pany since 1896. The cover of the book 


is made of wood veneer, an unusual 
process. 
Mr. Cunningham quotes Judge Na- 


thaniel Paine as saying of John Davis, 
founder and first president, “He had 
more common sense than any three law- 
yers of my acquaintance.” 





WOMEN BUYERS SET RECORD 


Women bought 16.7% of the Connecti- 
cut Mutual’s new business to date this 
year. This is the highest percentage of 
women the company has written. Per- 
centage is by volume. Of the last five 
months’ total business 48% was for pro- 
viding old age income, also a high record. 





TAKES MANHATTAN LIFE POST 

C. J. O’Toole, who started in the life 
insurance business in Oregon in 1908, has 
been appointed agency supervisor for 
Michigan and Ohio by J. P. Fordyce, 
director of agencies for the Manhattan 
Life. Mr. O’Toole was first an agent 
for the Bankers Reserve of Omaha. He 
joined the New World Life at the time 
of its organization representing them as 
agent, general agent and supervisor. Six 
vears ago he moved to Detroit and while 
there first represented the Federal Life 
and then the Aetna Life. 


CONNECTICUT MUTUAL ASSETS 
The Connecticut Mutual Life reports 
that its ledger assets have risen during 
the first five months of 1935 from $235,- 
188,041 to $244,603,528, an increase . of 
$9,415,487. The corresponding increase for 
the first five months in 1934 was 
$6,841,702. 








MASS. EXAMINATIONS CHANGE 

Starting July 1 examinations for new 
life insurance agents in Massachusetts 
will be held weekly, each Wednesday, 
instead of monthly, under a new ruling 
by Commissioner Francis J. DeCelles. 





SUPERVISOR IN OKLAHOMA 

The Great American Life of Hutchin- 
son, Kans., has appointed William Nel- 
son state supervisor in Oklahoma to suc- 
ceed Richard T. Tagador. 








INDUSTRIAL 


HOME OFFICE 


INTERMEDIATE 





ARE YOU ANXIOUS TO ADVANCE? 
— HERE’S YOUR OPPORTUNITY — 


The Colonial Life Insurance Company ORDINARY 


— of America — 


— PUBLIC SERVANT SINCE 1897 — 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


MAKE GOOD WITH A GOOD COMPANY 





JERSEY CITY, N. J. 


GROUP 








Ask Inter’! Life Account 
Be Settled For $950,099 


_Argument was heard this week before 
Federal Judge Charles B. Davis at Ss 
Louis on a petition filed by Massey Wit. 
son, co-receiver for the International 
Life, asking authority to accept $950.0) 
in cash from the General American Life 
in full release of any liability jt ao 
have assumed when it took over the Mic 
souri State Life which reinsured the In. 
ternational Life in August, 1928, Super- 
intendent RK. Emmett O'Malley, co-te. 
ceiver, was present when the court heard 
testimony in support of the petition but 
did not participate in the proceedings 
since he is also the liquidating officer fo, 
the Missouri State Life. 

If the Court approves the proposal the 
$950,000 payment would enable the Gen. 
eral American Life to terminate its con. 
tract with the International Life and any 
profits made on the old International 
Life business and assets in the future 
would go to the benefit of the Missouri 
State Life account. In negotiations Prior 
to the acceptance of the $950,000 offer by 
Receiver Wilson on behalf of the Inter- 
national Life, the contract with the Mis. 
souri State Life was estimated to be 
worth upwards of $3,000,000. On that 
basis the potential profits for the Mis. 
souri State Life policyholders under the 
settlement is $2,050,000. 


Connecticut Mutual’s Large 


Business Gain This Year 


James Lee Loomis, president, Con- 
necticut Mutual, talking at the company’s 
field convention at the Cavalier Hotel, 
Virginia Beach, said the company’s in- 
surance in force for the first five months 
of this year had gained $11,300,000. He 
said the company was getting out of the 
depression. Howard Shaw of Spring- 
field led the agents in volume, paying 
for more than a million dollars in the 
past twelve months. Shaw also led in 
number of lives. Michael Schwartz was 
second in volume. 





SUP’T PINK HONORED 





1,500 at Real Estate Luncheon Hear Him 
Praised by Gov. Lehman and Van 
Schaick; Gets “Fortune” Quote 
The esteem with which Superintendent 
of Insurance Louis H. Pink of New 
York is held by real estate and insur- 
ance people of the state was indicated 
on Wednesday when 1,500 joined in a 
complimentary luncheon to him at the 
Hotel Commodore. Principal addresses 
were made by Gov. Lehman and George 
S. Van Schaick, whom Mr. Pink suc- 
ceeded. Both were warm in their praise 
of his ability and fitness for the job. 
The affair was sponsored by the Asso- 
ciated Real Estate Boards of Metropoli- 
tan New York. Thomas A. Buckner, 
president, New York Life, was one of 

the honored guests. 

In further recognition of his new post 
“Fortune Magazine” in its July edition 
under “Faces of the Month” refers to 
the New York superintendency as “most 
important job of its kind” and notes that 
Mr. Pink “will have strong regulatory 
powers over $22,000,000,000 insurance as- 
sets—four-fifths of U. S. total.” 





Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BEekman 3-5656 


























HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Kansas City 
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\,J.Sackerman } Heads 
Brooklyn Life Managers 


HOLD OUTING ON LONG ISLAND 

Borough’s lncuranee Producing Prob- 

lems Different From Manhattan’s, in 
Opinion of Group There 





Melvin J. Sackerman, new president 
of the Brooklyn Life Managers Asso- 
jation, is general agent for the Massa- 
jusetts Mutual Life in that borough. 
He is one of those who believe that 





MELVIN J. S 


ACKERMAN 


Brooklyn is a separate community with 
a different set of problems from Man- 
hattan, and it has long been the policy 
of the Brooklyn group to work on the 
angles of their field that are not cov- 
ered by Manhattan conferences. 
The annual election of the association 
was held during the annual outing which 
took place at Canoe Place Inn, Hamp- 
ton Bays, L. I., covering two days. The 
first afternoon the party was guests of 
Mr. and Mrs. Gibson .Lewis at their 
home in Huntington, L. I. Mr. Lewis is 
Long Island general agent for the Mass- 
achusetts Mutual. 
John H. Scott, Jr., Secretary-Treasurer 
The group then drove to the Canoe 
Place Inn, where dinner was followed by 
the business meeting. John H. Scott, Jr., 
Home Life, was elected secretary-treas- 
wer. The Brooklyn Managers Associa- 
tion has just two officers. The retiring 
executives were Gilbert V. Austin, Aetna 
general agent, president, and Mr. Lewis, 
secretary-treasurer. A resolution was 
yO regarding the death of Warren 
Diefendorf, a past president of the 
“ern Managers and for many years 
one of the leading spirits of the organ- 
ization. 
Instead of golfing the members went 
fishing. Gilbert Austin caught the larg- 
est fish; Harold Letcher, Equitable So- 
ciety, the first fish, and Paul Alexander, 
Guardian, the most fish. Others present 
included George Kederich, New York 


Life; Conrad V. Dykeman, Prudential 
veteran; Willard B. oo: Mutual 
Benefit; John H. Scott, Home Life, 


and Jack Warshauer, ona 





BLEETSTEIN AGENCY OUTING 

Offices of the Abraham Bleetstein 
agency, Equitable Society, New York, 
were closed Tuesday while the agency 
force celebrated its sixth anniversary 
with an outing and beach party at As- 
bury Park, N. J. A dinner dance was 
held at the Hotel Lincoln in the even- 
ing. Fred Bayne, supervisor of agen- 
cies, was a guest from the home office. 





The Louisville Association of Life Un- 
derwriters reelected President William 
M. Cotton and other officers last week. 
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MEN oF MANHATTAN 


Have You Found It— 
or Are You Still Looking? 


By “It”? we mean opportunity, and by “Op- 
portunity” we mean A Real Chance To 
Succeed. 


As far as The Northwestern is concerned, 
nearly every office of importance is held by 
a graduate of the ranks, and more than 90% 
of Its General Agents were formerly field 
men. 


As far as this Agency is concerned, the Gen- 
eral Agents as well as the 3 Supervisors began 
their Northwestern careers at the bottom. 


We have the right to say: 


“HERE IS OPPORTUNITY” 
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LIFE INSURANCE COMPANY 
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The assets of the Northwestern Mutual, as reported to state insurance departments, now 
total a billion dollars—a great estate administered for the mutual welfare and protection 
of more than 600,000 policybolders, 





Tax Retaliation May 
Result from Ruling 


COS CAN'T DEDUCT N. Y. TAX 
Attorney Guncsel Gives Superintendent 
Pink Opinion Companies Must Pay 
Full N. Y. State Tax 





The opinion by Attorney General John 
J. Bennett, Jr. of New York that insur- 
ance companies doing business in this 
state must pay the full state tax levy 
without deduction of the local tax im- 
posed by New York City, may cause 
other states to invoke retaliatory laws 
against New York companies. Superin- 
tendent Louis H. Pink had asked the at- 
torney general’s opinion as to the effect 
which should be given in billing so-called 
retaliatory taxes under Section 33 of the 
N. Y. Insurance Law to the local sales 
tax imposed by the city against insur- 
ance companies of other states. In his 
opinion the attorney general said: 

“Such section specifically states that 
taxes under it should be imposed if, by 
the existing or future laws of any state 
any greater obligations are required or 
imposed by such State then by the exist- 
ing or future laws of this state. 

“In view of the specific terms of the 
section, it is my opinion that no effecc 
should be given to any municipal taxes, 
but that you should continue to bill under 
Section 33 in the same manner that you 
have heretofore done.” 

Under the attorney general’s decision, 
every life insurance company with home 
offices in some other state must pay ali 
taxes levied by this state—which invari- 
ably equal those imposed by other states 
upon New York companies. In addition- 
despite the retaliatory section of the New 
York insurance law—out of state com- 
panies doing business in New York City 
must continue to pay whatever emer- 
gency levy the city makes upon premium 
collections. 


| HEARD On The WAY 








Horace H. Wilson, agency manager for 
the Equitable Society on Forty-second 
Street, New York City, presented an un- 
usual alibi for tardiness when he ap- 
peared one hour late at the Northern 
New Jersey Sales Conference at Newark 
last week. He had been scheduled to 
start the program and had to appear at 
a later spot because, as he announced, 
he had had the misfortune to step from 
his automobile on the wrong side of the 
car and walk straight into the path ot a 
street sprinkler. He was thoroughly 
soaked and had to return to his home 
and get a fresh suit of clothes, as it is 
not considered “de rigueur” for the 
opening speaker at a sales conference to 
appear soaking wet. Uncle Francis 





1 Out of 5 N. Y. Members 


Volunteer for Committees 


Three hundred members of the Life 
Underwriters Association of New York 
City volunteered for committee work 
when the incoming administration asked 
that those willing to serve send in their 
names. The ratio is a little less than 
one out of every five members. They 
indicated what work they have previously 
done and what field they would like to 
assist in. The answers are now being 
filed by the association staff and com- 
mittees will be appointed shortly. 

Suggestions were also requested about 
the conduct and nature of future meet- 
ings and numerous replies were received. 





T. M. RIEHLE SAILS TOMORROW 

Sailing aboard the Italian liner Conte 
di Savoia tomorrow Theodore M. Riehle, 
president of the National Association of 
Life Underwriters and New York gen- 
eral agent for the Equitable Society, will 
go to Rome where he will join Mrs. 
Riehle. They will tour Europe before 
starting the return trip from London on 
the Normandie. 









Pink Praises Co. Ss for 
Low-Cost Housing Work 


THINKS SUCH MORTGAGES GOOD 
Radio Talk Reviews Operations of Pru- 
dential and Metropolitan; Indirect 
Better than Direct 


New York Superintendent of Insuranc: 


Louis H. Pink, after telling a radio audi- 
ence last week about the notable work 
insurance companies have done in the 


way of low-cost housing, particularly the 
Prudential and the Metropolitan, con- 
cluded; 

“With this record of strength and 


safety shown by those Metropolitan loans 
there is no reason why other insurance 
companies should not follow the lead of 
the Metropolitan and make substantial 
investments in mortgages on city, state 
or government-supervised housing for 
working people throughout the United 
States, contributing substantially to a 
vital national need.” 

Other parts of the address, which was 
broadcast over station WMCA, follow: 

“This investment was not only one of 
the safest that could possibly have been 
made but incidentally it stimulated the 
erection of model dwellings of high 
standard at low rents, which is one of the 
greatest needs in this country today. It 
is probable that the Metropolitan invest- 
ment in the mortgages is more important, 
so far as the future is concerned, than its 
experiment in the direct ownership of 
model tenements. After all, the business 
of an insurance company is to make 
sound loans and not to own and operate 
property—unless it has to. 

Where Government Fits In 

“The great volume of residential con- 
struction, as well as factory and commer- 
cial building, will always remain in 
private hands. 

“Government should only function when 
private enterprise fails. But government 
alone can clear slums. Private industry 
never has and never will. Government 
can do this important work directly, 
through state boards or municipal hous- 
ing authorities, or by adequately subsidiz- 
ing limited dividend companies and co- 
operative enterprises.” 


Chicago Underwriters Ass’n 
Elects I. B. Jacobs President 


The Chicago Association of Life Un- 
derwriters in annual meeting last week 
elected I. B. Jacobs president. Mr. Jacobs 
is educational director of the John R. 
Hastie agency, Mutual Life of New York, 
and has three times served as vice-presi- 
dent of the association. He joined the 
Chicago agency in 1911. 

Other officers chosen are Frederick 
Sruchholz, agency director of the New 
York Life in Chicago, who was recently 
elected president of the Chicago C. L. U 
chapter, first vice-president and A. E. 
McKeough of W. A. Alexander & Co., 
second vice-president. Charles B. Stumes, 


Stumes & Loeb, Penn Mutual, was re- 
elected treasurer. 
Frank T. McNally, general agent, 


Mutual, was guest speak- 
er and gave the address on re-American- 
izing which was so well received at the 
recent company convention. Thomas F 
Lawrence is the retiring president. 


Massachusetts 


MADISON ELECTS NEW OFFICERS 

The Madison, Wis., Association of Life 
Underwriters at the recent annual meet- 
ing elected Walter C. Rhodes, state man 
ager, 3usiness Men’s Assurance, as 
president. Robert Hesse, Lincoln Na- 
tional, becomes vice-president; Joseph 
Baer, Mutual Life of New York, treas- 
urer, and William Niemann, Bankers Life 
of lowa, secretary. Frank Horner, 
Northwestern Mutual, was chosen na- 
tional committeeman Mortimer’ G. 
Huber, Aetna Life, retiring president 
automatically becomes a member of the 
board. The membership increase this 
year was the larg the association has 
experienced. 
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Northern 


anni Wilson Gives ice 
Approaches to Prospects 


A variety of sales approaches was 


given the Newark congress by Horace H. 


Wilson, Equitable Society manager, most 
{ them based on the selling of such 
small amounts that the prospect can 
hardly refuse, or on the use of visual 


sales material. 
One 
gamble? Horse 
bridge? What is the 
lost?” (The prospect 
the truth) “Do you want a 50 to 1 shot?” 


such sales talk is to say, “Do you 
poke r 
you 
triples 


ever race, game, 


most ever 


generally 


Then the weekly premium is contrasted 
for the 
method is to use over 
and over again the phrase, “Wouldn't 
you like to have $2,000?” Many side-step- 
ping answers can be given, but the 
straight question ultimately has to be 
answered “Yes.” With it Mr. Wilson 
recently sold a $2,000 policy to a man 
who had come in the office to surrender 
of his $100,000 line. The surrender 
was forgotten. 

One of the visual booklets shown by 
Mr. Wilson includes a questionnaire to 
be filled out about the prospect. In- 
formation asked for includes name, age, 
children, grandchildren, is there a will, 
life insurance at present, how much can 
be saved, present assets, own home, bank 
balance, business interest, and so forth. 
Questions are not in a strict order, be- 


with the weekly income wife. 


\nother sales 


some 


New Jersey 





Insurance Replaces Property 
In Life Savings, Martin Says 


The philosophy of Stanley Martin, 
taken in that of Carroll C. 
Day, is but problems 
denominators. Therefore 
is that one should dis- 
before discussing life insurance, 


from 
life is hard, 


part 
that 

have common 
his sales theory 
cuss life 
that 
have 


the problems of a man’s life 
him, it 


once 
set before becomes 


for 


an answer, and to many of these 


been 


almost automatic him to search for 


prob- 
lems life insurance provides a solution. 
Many people try to solve the problem 
of future welfare by collecting property 
when what they really want is life insur- 
ance. Mr. Martin, producer for the John 
Hancock in Columbus, O., pointed out 
that the collection of real property is to 
a certain extent a hangover from a pre- 


vious age. Originally the desire for se- 
curity drove man to save actual food- 
stuffs, clothing, etc., such as might be 
needed. During the ages it gradually be- 
came the custom to acquire property as 
surety that food and clothing would be 


forthcoming. Now the institution of life 
insurance has gone far beyond real prop- 
erty in insuring the furnishing of neces- 
sities for the future. 


FIVE BRITISH MANAGERS 
The Manufacturers Life, which recent- 
ly appointed E. William Phillips and A. 
R. Ferguson to be general manager and 


Sales 








ing in form that they can be answered agency manager for Great Britain, has 
casually in conversation. appointed five branch managers. There 
Proposals for the handling of one or will be three in London—Westminster, 

two millions of insurance are often used F. Norman; Holborn, C. F. Wood, and a 
by the Wilson agency. Although such new office, Knightsbridge, managed by 
programs are seldom taken these days, J. Gardner. Manager at Birmingham will 
prospects for ‘smaller amounts are inter- be A. L. Atwill; at Manchester, J. Gart- 
ested. side. 

300 Des Moines 

Underwriters 

Invite Yo 

Twenty-one smooth-functioning committees 











will see to it that you enjoy your "lowa Holiday.” 


On behalf of the other officers and the three 
hundred members of the Des Moines Association, 
| invite you to visit lowa and attend the 1935 
National Convention of Life Underwriters the 
week of September 16th. 


President, Des Moines Association 


Agency Manager, Bankers Life Company 


BANKERS LIFE COMPANY 


Des Moines, lowa 


A Mutual Life Insurance Company in its 56th Year 


J. A. SPARGUR 


of Life Underwriters ° 








Congress 
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Bethea Talk 


(Continued from Page 3) 


and only trivial, temporary 
on the other side.” 

(4) The fourth step in the close jg the 
ability of the salesman to keep the ; i 
terest and attention of the prospect. 


objections are 


The easiest method I know of control. 
ing interest and attention in the sales talk 


OSBORNE BETHEA 


the Question and Answer 
method of interviewing. For instance: 

“You own some life insurance, don't 
you, Mr. Prospect? You, no doubt, have 
figured that your wife and children could 
get along on the income from that insur- 
ance, haven’t you? If you knew there 
was a chance of their not getting all of 
this income, you would be disturbed, 
wouldn’t you?” 


What Prospect Is Thinking 


These, or similar questions, always pro- 
voke discussion and let us in on what the 
prospect is thinking. Furthermore, ques- 
tions give us a chance to close on many 
little ideas before we close new business 
which, of course, is the big idea. In 
other words, we must fabricate a com- 
plete web. Many little knots tie it to 
gether. 

(5) Lost opportunities for closing are 
far more serious than lost opportunities 
for approaches. Therefore, we call 
slight them, we can’t abuse them and we 
must not waste them. 


is through 


Programming 


(Continued from Page 3) 
disturb peace ol 
how far short 
man’s insur 


Programs 
show 
average 


placency. 
mind because they 
of sufficiency the 
ance estate falls. 
People don’t buy life insurance when 
they don’t know they have a_ problem 
They do buy when keenly conscious Ot 4 
situation that is not satisfactory. Pro 
gramming accomplishes the result by 
making them conscious and uncomfort 
able. Billy Sunday once explained w 
he preached “hell fire and damnation’ 
in his sermons by saying, “You’ ve got to 
rip ’em open before you can sew ’em Up 


ADDRESSES JAMESTOWN MEET 
Discussing approved methods for sell 
ing life insurance in small cities, P. \ 
Allen, general agent, Northwestern Mt- 
tual, Buffalo, recently addre ssed a lunch 
eon ineeting of the Jamestown, N. Y 
Life Underwriters’ Association. 


PHOENIX MUTUAL’S 85TH YEAR 


The Phoenix Mutual Life will hold its 
eighty-fifth anniversary convention # 
Hot Springs, Va., in September of 1 19%. 
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Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 


Organized 1851 


Comparative Summary 


of 


Annual Statement Figures 





ASSETS 


RO TE oii ccciawencsseceveses 
Interest Due and Accrued.............. 
Premiums Due and Accrued............ 


LIABILITIES 


Pe IE 5 oss csiccessccewseesi 
Policyholders’ Funds ................- 
Policy Claims in process of settlement... . 
Dividends to Policyholders............. 
(0 PrP re or earer re errr 
Miscellaneous Liabilities .............. 





eee Pere 


SURPLUS, Massachusetts Standard..... 
TOTAL CONTINGENCY FUNDS... 


On December 31, 1934, the Company had in its 
Offices and in Banks Cash Balances of more than 


December 31, 


December 31, 











1933 1934 
$445,678,555  $473,911,284 
11,062,261 12,499,294 
12,274,396 11,978,782 
$469,015,212  $498,389,360 
$364,287,397  $385,437,421 
74,562,638 82,202,769 
1,617,376 1,775,419 
6,693,084 4,885,663 
1,404,090 1,445,849 
320,941 382,828 
$448,885,526 $476,129,949 
4,459,678 4,581,603 
$453,345,204  $480,711,552 


$ 15,670,008 


$ 20,129,686 


TWENTY MILLION DOLLARS 
And Held Nearly 
SEVENTEEN MILLION DOLLARS 


in Government Bonds 


During the year 1934 
the Company Paid to 
Policyholders and Beneficiaries 
the sum of 
SIXTY-THREE MILLION DOLLARS 


$ 17,677,808 


$ 22,259,411 


During the year 1934 
the Cash Receipts of the Company 
were over 
FORTY MILLION DOLLARS 


in Excess of Disbursements 
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GROUP DEPARTMENT SWITCH 





General American Makes Greenfield 
Supervisor Group Sales; Weddell 
Heads Salary Savings 
The appointment of Arthur W. Green- 
field as Supervisor of Group Sales and 
the transfer of Robert W. Weddell to 
the position of Supervisor of Salary Sav- 
ings Sales has been announced by Emil 
E. Brill, Vice-President of the General 
American Life. 
Greenfield started his life insurance 
career in 1925 as a field assistant for 
the Travelers in Detroit. On October 1, 
1929, he joined the Marsh & McLennan 
agency and was responsible for the 
reorganization of its life insurance de- 

partment at the Detroit office. 
Weddell has been connected with the 
group insurance department since 1927. 
He formerly was group representative at 
Cleveland, O., and also in the home of- 
fices here. He has filled the position 
of Supervisor of Group Sales since Janu- 


ary, 19H. 
TISDALE HEADS PHILA. ASS’N 


Sophia Bliven Made a Director for 
Three Years; T. M. Riehle Speaks 
At Year’s Last Meeting 

Alexander T. Tisdale, Connecticut 
Mutual Life, was elected president of 
the Philadelphia Association of Life 
Underwriters last week. An interesting 
feature of the election was that Sophia 
Bliven, manager of the all-women unit 
of the John A. Stevenson agency, Penn 
Mutual, was elected a trustee to serve 
for three years. More than thirty women 
agents were present at the meeting. 
T. M. Riehle, president of the National 
Association, was the headline speaker. 

Other officers of the association are 
Loren F. Hildreth, Travelers, first vice- 
president; Clifford H. Orr, Pacific 
Mutual Life, second vice-president ; New- 
ton B. Misell, Equitable Society, treas- 
urer. Other directors elected are Millard 
R. Orr, Massachusetts Mutual (retiring 
president); Homer C. Cross, Prudential! ; 
Henry H. McBratney, Provident Mutual, 
and I. R. Barton, Sun Life. 

Thomas L. Fansler, former general 
agent for the Northwestern Mutual who 
is observing his fiftieth year in business, 
was elected an honorary member. 











CAMPS AGENCY OUTING 

The Yankee Clipper Association of the 
Mutual Camps agency, Penn Mutual 
Life in Boston, held its third annuat 
outing at the Tavern in Gloucester. The 
Yankee Clipper is the symbol of the 
Camps agency and the title of its agency 
bulletin. 





ADVOCATE CHANGE IN LAW 

The Port Arthur, Texas, association of 
Life Underwriters is advocating a change 
in the Texas law so as to permit a guar- 
dian to invest funds of a ward in any 
type of life insurance contract or annuity 
issued by a legal reserve company oper- 
ating under and complying with the laws 
of the state. 





ASSISTANT TO VAN SICKLER 

William H. Van Sickler, St. Louis 
general agent for the State Mutual Life 
of Worcester, has appointed Melbourne 
R. Scherman general assistant and super- 
visor. Mr. Scherman, a graduate of 
University of Missouri and Harvard 
Business School, has been in insurance 
for the past five years. 


APPOINTED MANAGER IN TEXAS 

The Great National Life of Dallas, 
Tex., has appointed Joe H. Langhorne 
as east Texas manager with headquarters 
at Henderson. Mr. Langhorne in the 
business fourteen years was formerly 
general agent for the United Fidelity at 
Little Rock, Ark. 





EBY HEADS AUSTIN ASS’N 
The Austin, Tex., Association of Life 
Underwriters has elected as officers Or- 
ville R. Eby, president; Frank D. Scot- 
ten, vice-president; Charles B. Lange, 


treasurer, and Bascom Lang, secretary. 
> 


Blumenstein Suits 


(Continued from Page 1) 
tlement of $7,500. From these three com- 
panies, from January, 1926, to June, 1931, 
nearly $30,000 was collected for total and 
permanent disability due to pulmonary 
tuberculosis. 

Application for New Insurance 

In February and March, 1931, Blumen- 
stein applied to the Provident Mutual 
and the Massachusetts Mutual for new 
insurance and succeeded in obtaining 
from those companies policies aggregat- 
ing $50,000 with total and permanent dis- 
ability benefits attached thereto. As ap- 
pears from the photostats of the appli- 
cations for these policies on file in the 
Appellate Division as exhibits in this 
case, on neither of these applications did 
Blumenstein disclose his true medical 
history. In those new applications he 
appears under the name of Joseph J. 
Blumenstein with another date of birth, 
viz., December 5, 1890. The companies 
allege that in his applications for these 
policies he represented to these compa- 
nies that he had had no medical advice 
or treatment during the past five years 
nor had he had any disease of the heart, 
lungs or throat. They say that at the 
very time these policies were applied for 
and issued, Blumenstein was still receiv- 
ing total and permanent disability bene- 
fits from the Travelers for pulmonary 
tuberculosis and so continued to receive 
these benefits until June, 1931 (three or 
four months after the Provident and 
Massachusetts Mutual policies were is- 
sued), when the Travelers settled with 
him by payment of a lump sum of $9,000. 

Filed Claims for Total Disability 

In the summer of 1933 Blumenstein 
filed claims against the Massachusetts 
Mutual and the Provident Mutual for 
total disability benefits under the policies 
obtained from these companies in 1931. 
The total disability claimed was that of 
pulmonary tuberculosis ana Blumenstein 
certified that this disability began in 
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April, 1933. After these companies had 
made an investigation they decided to re- 
sist this claim on the ground that Blum- 
enstein was suffering from total and per- 
manent disability of pulmonary tubercu- 
losis at the time the policies in question 
were issued and although the contest- 
able period had expired and the compa- 
nies were, therefore, barred from setting 
up fraud as a defense, the alleged fact 
that the assured was receiving total dis- 
ability benefits from the Travelers at the 
time these policies were issued was ccn- 
vincing evidence that the total disability 
existed at the inception of these new 
policies. There could, therefore, be no 
insurance covering such total disability. 

Counsel for Blumenstein contended in 
all courts that the companies had no 
right to defend this action on this ground, 
the contestable period the policies having 
long since expired. Plaintiff's counsel 
conceded on the trial, so great was his 
reliance on the incontestable clause, that 
the plaintiff was not in sound health at 
the time the applications were made and 
the policies issued and that Blumenstein 
was collecting disability benefits at that 
time. 

Appellate Term Decision 


The case was tried, on the part of the 
plaintiff, frankly on the theory that no 
matter what fraud had been perpetrated 
on the companies by this plaintiff, the ex- 
piration of the contestable period had 
rendered the companies helpless to de- 
fend the action except as to the single 
question of fact as to whether a case 
of total and permanent disability existed. 
The contention of the plaintiff was sus- 
tained in the Municipal Court, but the 
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Appellate Term in a short but clear 
curiam opinion demolished plaintiff's the. 
ory in the following language: 

“The defendants established by the 
overwhelming weight of the evidence 
most of which was documentary, tha 
the plaintiff was totally and permanent] 
disabled at the time he applied for ad 
obtained the policies upon which the 
present actions were brought. For gey. 
eral years prior to the issuance of the 
present policies and for several months 
thereafter plaintiff received benefits for 
total permanent disability from other 
companies on policies previously issued 
As the present policies covered only is. 
tal and permanent disability arising afte 
their issuance and not a continuation of 
an existing total and permanent disa- 
bility, no cause of action upon these poli- 
cies was made out. The incontestability 
clauses do not affect the coverage of the 
policies and do not permit a recovery 
unless a loss within the terms of the 
policies is established (Metropolitan Life 
Ins. Co. v. Conway, 252 N. Y. 449). The 
plaintiff's claim that the acceptance of 
premiums constituted a waiver of the de- 
fenses to the policies is without merit 
in view of the fact that the evidence 
failed to establish that the premiums 
were accepted with knowledge that the 
plaintiff was totally and permanently dis- 
abled at the time he applied for and ob- 
tained the policies. 

» “Judgments reversed, with $30 costs as 
of one appeal, and judgments directed 
for the defendants, with costs. 

“All concur.” 


Appellate Division Unanimously Affirms 

The Appellate Division, First Depart- 
ment, has now unanimously affirmed the 
decision of the Appellate Term without 
opinion. This will undoubtedly end the 
litigation on this phase of the policies 
in question unless the Appellate Division 
permits plaintiff to appeal to the Court 
of Appeals. 

This case which has been very hard 
fought has focused attention on two or 
three points. In the first place, the 
court’s decision that the question of cov- 
erage can be raised at any time even 
after the expiration of the contestable 
period is supported by numerous authori- 
ties. The second conclusion that the 
company does not and cannot cover a 
risk which is already present is funda- 
mentally sound insurance law whether 
applied to life, fire or marine, although 
there is very little authority on this point 
as applied to life insurance. 


The Examinations 


_ A third comment immediately suggests 
itself to the layman: Why could not the 
examining physicians for the Massachv- 
setts Mutual and the Provident detect 
Blumenstein’s pulmonary tuberculosis at 
the time plaintiff applied for the new 
insurance and was examined by them? 
The fact that Blumenstein had been ex- 
amined by two different physicians rep- 
resenting the two companies was used as 
a chief argument by counsel for the 
plaintiff in his attempt to show that 
Blumenstein could not have been totally 
and permanently disabled at the incep- 
tion of these policies. 

It becomes apparent that only the 
x-ray can finally determine this condi- 
tion and it is also apparent that the ex- 
amining physician is to a large extent 
quite properly guided by the medical his- 
tory given him by the applicant which he 
has a right to rely upon as accurate. 

The case for the insurance companies 
was handled by Cabell, Ignatius, Lown 
& Blinken. 





HEADS MADISON ASS’N ; 

Walter Rhodes has been elected pres!- 

dent of the Madison, Wis., Association 
of Life Underwriters. 
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Arthur F. Hall, president of The Lincoln National Life, entertained company executives and department heads at his sum- 


mer home in Leland, Michigan, recently. 


More than 300 honor salesmen gather- 
ed Monday at the home office of the 
Lincoln National Life in Fort Wayne 
for the lead-off business meeting of the 
company’s thirtieth anniversary conven- 
tion and lake cruise. While the conven- 
tion this year is of a special jubilee na- 
ture and is devoted largely to a pleasure 
cruise of the Great Lakes during the 
remainder of the week, the business ses- 
sion was notable in the material pre- 
sented. 

A. L. Dern, vice-president and man- 
ager of agencies, presided at the morn- 
ing session and introduced as the lead 
speaker Arthur F. Hall, president, who 
in his address set a new theme for sales 
convention talks. 

“You not only have a right to ques- 
tion your future security with The Lin- 
coln National Life,” Mr. Hall said, speak- 
ing on the subject “Organized for the 
Future,”—“it is your duty to examine the 
question thoroughly. Your future secur- 
ity is of far greater importance to you 
and your dependents than is the rate 
of commission you receive.” ba 

Mr. Hall then went on to explain in 
detail the management policies of the 
company that secure the futures of the 
salesmen. iS 

Mr. Dern reviewed the sales activities 

for the past year. “Although we have 
only 10% more agents under contract at 
the close of this club year than we had 
a year ago,” he said, “yet there were 
81.2% more qualified club members in 
1935 than in 1934, and these clubmen 
produced 86.9% more business than did 
the clubmen a year ago. Your produc- 
tion for the first five months of this year 
is greater than that of any similar period 
in the history of the company, excepting 
only 1930 and 1931.” 
_ Mr. Dern also called attention to an 
improvement of 168 in the percentage 
of first year lapses for this year over 
last. A decrease in the proportion of 
Ordinary life policies sold was reported. 
Endowments showed an increase both in 
number and amount, as did endowment 
annuities. Term and life expectancy po!- 
icles showed decreases in the proportion 
sold 

Life insurance as an investment was 
discussed by A. J. McAndless, first vice- 
President. He called attention to many 
new and surprising examples of the fu- 


First row, left to right: A. L. Dern, F. J. Travers, W. B. F. Hall, W. T. Plog- 
sterth, J. P. Carroll, D. B. Semans, Paul Bauer, W. C. Brudi, Harry Ninde Jr., A. F. Hall, P. N. Mantz, L. J. Kalmbach, 
C. F. Cross, Dr. W. E. Thornton, S. C. Kattell, A. J. McAndless, A. W. Stults, and R. F. Baird. 

Second row: R. G. Stagg, Dr. A. F. Hall, J. G. Havens, F. L. Fisher Jr. W. A. Jenkins, J. D. Frank, F. B. Mead Jr., 


R. J. Stoner, F. S. Rouzer, and A. H. Hammond. 
Third row: C. J. Cover, M. D. Johnson, H. J. Shay, M. C. Leddon, Dr. H. C. McAlister, E. C. Wightman, R. A. Thorne, 
Lee Wilks, C. B. Briggs, T. A. Murphy, J. J. Klingenberger, and R. E. McCall. In the rear are the three chefs of the party. 


300 Lincoln National Life Agents 


Meet On Company’s 30th Anniversary 
Clyde Chaddick of Texas Most Valuable Producer of Organi- 


zation for Third Consecutive Year; Convention 


Now Afloat on Great Lakes 


tility of attempting individual manage- 
ment of personal finances. 

Increases in the company’s holdings of 
marketable securities were reported by 
E. C. Wightman, vice-president, in dis- 


cussing his subject “Our Investment Out- 
look.” He said in part: “During 1934 
our holdings of marketable securities in- 
creased by $11,128,000 and up to June 
18 of this year, we had added $6,949,000 
more to our portfolio. On May 31, our 
investment in marketable securities to- 
talled $23,533,000 including $5,468,000 in 
bonds of, or secured by, the United 
States Government, while our total in- 
vestment in real estate mortgages 
amounted to $29,255,500. 


Commissioner McClain Talks 


H. E. McClain, Commissioner of In- 
surance in Indiana, was the guest speak- 
er at the morning session. He was given 


(Continued on Page 14) 
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A Continent-Wide 
Organization 


The Head Office of The Great-West Life 
in Winnipeg is almost the exact geographi- 
cal centre of the North American conti- 
From that centre, an unexcelled 
Branch Organization stretches from coast 
to coast in Canada and extends to several 
of the most important States of the Union. 
International in its scope, this Canadian 
Company has in forty-three years become 
one of the large insurance companies of 
the continent—with strong, well-diversified 
assets of nearly $140,000,000 and _ busi- 
ness-in-force of almost $600,000,000. 


THE 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


Head Office 
WINNIPEG, CANADA 











Insurance Equivalent 
To Diversified Trust 


STANDS INVESTMENT TESTS 





A. J. McAndless, First Vice-President, 
Lincoln National, Shows Advantages 
Over Individual’s Saving Plans 


The individual who plans to accumu- 
choices of 
method—either the hazardous course of 
managing the investment of his own funds 


late an estate has but two 


or life insurance through which the risk 
is put upon the shoulders of experts, 
pointed out A. J. McAndless, first vice- 
president, Lincoln National Life, speak- 
ing before the annual field convention 
of the company at Ft. Wayne this week. 
“An investment in life insurafice is an 
investment in a diversified trust,” said 
Mr. McAndless. This is the quality 
which gives unequaled security to a life 
insurance company over any other form 
of credit organization. 
view a well managed life insurance com- 
pany’s schedule of assets you will find 
that they have carried out wisely the 
old proverb, “Don’t put all your eggs 
in one basket.” Companies have diversi- 
fied their investments industrially, geo- 
graphically and by maturity dates. 
“The first form of diversification is ac- 
complished by placing investments in 
different lines of industry. For illus- 
tration, farm mortgages rest upon the 
prosperity of agriculture; railroad bonds 
on transportation, utilities on the 
development of power and its distribu- 
tion; bonds of rubber companies upon 
the automobile industry. Mortgages upon 
homes rest on all industry for if the 
owner is not employed by some indus- 
try, interest and principal payments can- 
not be met. State and Government bonds 
rest upon all industry because the tax- 
ing power of the state can be invoked 
against all the wealth of the citizens 
“In addition to thus diversifying indus- 
trially, life insurance companies diversify 
geographically. This is done so that the 
entire structure will not be exposed to 
a local depression or catastrophe. To 
visualize the advantages of geographical 
diversification, consider what would have 
happened to a company that had noth- 
ing but farm loans in the drought area 
in 1934. The plight that overtakes loans 
of a certain character due to an economic 
change can be appreciated by consider- 
ing what happened to vineyards in Cali- 
fornia after passage of the prohibition 
act in 1918. The devastating effects of 
such events are eavoided by spreading 
your risks out into different sections of 
the country. 
“There is a third form of diversifica- 
tion practiced by life i 


If you will re- 


insurance com- 


panies. This is diversification by matur- 
ity dates. This practice adds security 
and liquidity to life insurance invest- 
ments. The inflow of new money from 


maturities can be used by the company 
for meeting disbursements if they 
happen to be heavy at that particular 
moment, thus making it unnecessary to 
sell securities in a depressed market 
The management of the company, if this 
income is not needed, may reinvest such 
funds so as to be able to secure the 
advantage of high interest either on a 


short term or long term basis This 
accomplishes something for the indi 
vidual which he is quite unable to do f 


himself. 

“Life insurance is a secure investment,” 
concluded the speaker. “The organiza- 
tion responds and has responded to the 
demands made by the public upon it. The 
individual in transacting business with 
a credit institution asks but tw 
tions: First, Is my confidence in the 
institution justified? Secondly, Is my 
judgment sound in that I accept the 
institution’s promise to pay? Life insur- 
ance has met both tests. The public’s 
confidence is justified upon the record; 
the public’s judgment is vindicated by 
the results.” 
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Lincoln National Meeting 


(Continued from Page 13) 


an enthusiastic reception by the large 
group of conventioneers. 

An inspirational address, “Its Name 
Indicates Its Character,” was delivered 
by Dr. Louis A. Warren, director of The 
Lincoln National Life Foundation, who 
traced the Lincoln influence throughout 
the history of the company. 

At the afternoon business session C. 
F. Cross, secretary and assistant mana- 
ger of agencies, presided. R. F. Baird, 
general counsel, first speaker of the 
afternoon, gave an illuminating discus- 
sion, “Principal and Agent.” Mr. Baird 
said: “The agent must discharge his 
trust with fidelity. He should not as- 
sume the role of underwriter, attempt- 
ing to pass judgment on the weight or 
materiality of the answer to any ques- 
tion on the application. He should re- 
member he has no authority to waive 
conditions or forfeitures, to alter rates 
or to vary terms of policies.” Brief de- 
partmental messages were given by the 
following: S. C. Kattell, actuary, about 
the actuarial department; Lee Wilks, as- 
sistant secretary, discussed the claim de- 
partment, and W. A. Jenkins, underwrit- 


ing secretary and associate actuary, told 
about the underwriting department. 
The guest speaker of the afternoon 
was Dr. J. Raymond Schutz, professor 
of sociology at Manchester College, 
North Manchester, Indiana, who deliv- 
erad an inspirational life insurance talk, 
“Life Insurance and Economic Security.” 
Special entertainment was provided for 
the ladies attending the convention dur- 
ing the business sessions. All were tak- 
en on a tour of the home office during 
the morning. Thé tour was followed by 
a luncheon at the Fort Wayne Country 
Club. The afternoon at the club was 
devoted to the ladies’ bridge tournament. 
Presentation of sales honors and in- 
signia featured the banquet held Mon- 
day evening in the Shrine Auditorium. 
Vice-President and Manager of Agen- 
cies A. L. Dern presided. J. L. Mueller 
of the Fort Wayne Agency was present- 
ed with the individual Hall Month tro- 
phy as the largest individual producer 
during the month of May. Hall Month 
agency plaques awarded to winning 
agencies included: Class 1, the §& 
Bardwell agency; Class 2, Sol Moyses & 


Co.; Class 3, the J. C. W. Coppess & J. L. MUELLER COMPANY LEADE 


Son agency. 
Twenty-five Year Men Get Awards; 
Coppess, Gilliom and Shepard 

An impressive ceremony was made of 
the Quarter Century awards given to 
men with twenty-five years of Lincoln 
National Life service. This year awards 
were made to J. C. W. Coppess of Green- 
ville, Ohio; O. F. Gilliom of Berne, Ind., 
and W. T. Shepard of Los Angeles, Cal. 
An award was also made to Clyde Chad- 
dick of San Antonio, Texas, for his rec- 
ord of having been the company’s “Most 
Valuabl@ Producer” for three consecu- 
tive years. 

Following this, recognition was given 
to all of the company honor club mem- 
bers and special recognition to F. V. 
McNair of Washington, D. C., president 
of the Minute Men Club; Clyde Chad- 
dick of San Antonio, Texas, president 
of the Emancipator Club, and H. C. 
Lawrence of Newark, N. J., president of 
the Circuit Rider Club. 

O. F. Gilliom of Berne, Ind., was given 
special commendation for his remarkable 
record of consecutive weekly produc- 
tion, a record which now stands at 1,079 
weeks. 

Big Minstrel Show by Home Office 

Heads 
The minstrel show presented immedi- 











4 





OK tal Jin Ate Crceptions 





We had no idea when we published the booklet, “The Making of a 
General Agent”, that it would cause the controversy and comment 


which has ensued. 


More than one person who has read the booklet has pointed out notable 


diction to the principles set forth in this booklet. 


exceptions of successful General Agents whose careers are a contra- 


Of course there are exceptions—We can also point out the case of the 
man who at forty was declined Life Insurance because of a heart mur- 
mur and high blood pressure and who is hale and hearty at eighty-five. 
The exception, however, does not prove anything. 


In spite of the exceptions, we are convinced that the chance for success 
in General Agency work is tremendously enhanced by the definite and 
concrete plan for training and preparation that is set forth in this booklet. 
It was prepared primarily for the information of those men in our organi- 
zation who are interested in future General Agency activity. 


If you have not had a copy and would be interested in seeing one, we 
should be glad to send it upon request. 


ADDRESS C. C. 


FULTON, JR., 


AGENCY VICE PRESIDENT 


HOME LIFE INSURANCE COMPANY: 256 BROADWAY - NEW YORK 
Ethelbert Ide Low, 


Chairman of the Board 


James A. Fulton 


President 





J. L. Mueller, Lincoln National Lif 
representative in Fort Wayne topped 
all Company salesmen in May Produc 
tion to win the President Hall cup. The 
cup was presented to Mr. Mueller by A. 
L. Dern, Vice-President and Manager 
of Agencies, at the company’s thirtieth 
annual convention. 





CLEVER CONVENTION BOOK 


The program booklet given out by the 
Lincoln National Life for its convention 
this week was unusually clever, a hand 
size volume with stiff board covers and 
spiral binding. A chart shows at a glance 
all the concurrent activities of each day, 





i 
ately after the banquet and the award. 
ing of the insignia was welcomed by the 
agents as an outstanding success. Pres. 
ident Hall acted as interlocutor and other 
home office department heads and em- 
ployes made up the cast of more than 
100. A trained chorus of seventy voices 
was a feature. 

Tuesday the euusre convention party 
numbering approximately 500, entrained 
via the Wabash Railroad for Detroit 
where they embarked on a five day 
cruise of the Great Lakes. Home office 
officials on the cruise were Arthur F. 
Hall, president; A. J. McAndless, first 
vice-president; A. L. Dern, vice-presi- 
dent; E. C. Wightman, vice-president; 
C. F. Cross, secretary and assistant man- 
ager of agencies; S. C. Kattell, actuary; 
Dr. W. E. Thornton, medical director; 
R. F. Baird, general counsel; J. J. Kling- 
enberger, agency secretary; W. T. Plog- 
sterth, director of field service; F. W. 
Gale, J. P. Carroll and A. H. Hammond, 
superintendents of agencies; W. A. Jen- 
kins, underwriting secretary and associ- 
ate actuary; Miss Elisabeth O’Rourke, 
personnel director; W. C. Brudi, agency 
auditor; F. L. Fisher, advertising man- 
ager; D. B. Semans, chief underwriter; 
J. G. Havens, manager new business de- 
partment, and S. H. Hine, photographer. 

The S. S. Noronic sailed from Detroit 
at noon Tuesday. The cruise included a 
stop at Midland, Ontario, in the after- 
noon of Wednesday, June 26; a stop at 
Mackinac Island, the afternoon of Thurs- 
day, June 27; a sightseeing trip through 
the Soo Locks this morning. 

Special entertainment has been pro- 
vided for the entire cruise and includes a 
bridge tournament, a keno game, sound 
moving pictures, and a jubilee dance and 
an agents’ stunt night. 

Today there will be a general agent’s 
forum with a discussion of “Recruiting” 
led by H. F. Sleeper, general agent at 
San Francisco, and a discussion of “De- 
velopment of Agents” led by J. S. 
Braunig, general agent in St. Louis. 

An agents’ round table will also be 
held at this time. The subjects to be 
discussed will include: prospecting, the 
5 Star Annuity, business insurance, di- 
rect mail, salary continuance, salary sav- 
ings, increasing average-size policy, an- 
alyzing needs and programming, selling 
young men, and _ building business 
through policy owners. 


COLONIAL LIFE OUTING 
Thomas E. McHugh, manager of the 
Newark office of the Colonial Life, has 
been made chairman of the annual out- 
ing of the New Jersey districts of the 
company, at Crystal Lake Park, N. J, 
on Thursday, August 8. 


TO MODERNIZE HOME OFFICE 

Complete air-conditioning of the home 
office of the Great National Life is in- 
cluded among other plans for moderni- 
zation of ‘the Texas company’s building 
to be started soon. 


METROPOLITAN LIFE CHANGES 

The Metropolitan Life has appointed 
Frank’ J. Caple, sales instructor for the 
company’s northern territory. Formerly 











Mr. Caple was assistant manager for the 

company at Olean, N. Y. After July 1 

he will make his headquarters in New 

—_ and will travel extensively in the 
st. 
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Why Investment Policy 
Can Stand All Tests 


ir IS A CONTINUOUS HEDGE 





Vice-President E. C. Wightman Tells 
Lincoln National Field Reasons 
For Confidence in Future 





Having already demonstrated its ca- 

pacity to come through the severest tests 
the institution of life insurance can be 
depended upon to carry on for policy- 
holders through any economic changes 
that the future holds, E. C. Wightman, 
vice-president of the Lincoln National 
Life, told field representatives of the 
company gathered at the home office this 
week for the thirtieth annual convention. 

“Eyer since the inception of the in- 
stitution of life insurance in this country 
it has been a fundamental investment 
policy of the companies never to take a 
rigid position predicated upon a judg- 
ment as to what the future investment 
trend was thought likely to be,” said Mr. 
Wightman. “To the contrary, the life 
companies have in general been at all 
times willing to forego what may have 
appeared like almost certain speculative 
profits and have sought in their stead to 
secure safety which can be gained only 
through the widest possible diversifica- 
tion. 

“This policy is still being religiously 
adhered to by all the well managed com- 
panies, large and small, including your 
own. While we all recognize the dan- 
serous possibilities of inflation ahead of 
us, no good company today is willing to 
stake too great a proportion of its assets 
upon such an eventuality. On the other 
hand, practically every company now in 
business has a sufficient proportion of 
its funds invested in such forms of as- 
sets as will profit by inflation to enable 
it fully to meet all its obligations under 
any sort of an inflationary interlude. In 
this connection, it must be remembered 
that all of the obligations of a life insur- 
ance company are payable in dollars and 
in protecting itself against the effects of 
inflation, it is only necessary that a com- 
pany possess such a proportion of assets, 
whose value will show great inflationary 
increases, as will enable it through their 
sale to meet the highly increased costs 
of operation during the temporary in- 
flationary period. 

“Just as the principle of the continu- 
ous hedge saved all of those life insur- 
ance companies who religiously adhered 
to it in the great debacle which we have 
witnessed during recent years, so also 
can it be confidently predicted that devo- 
tion to this same principal will enable 
the institution of life insurance to go 
through even a period of currency re- 
pudiation with less loss to those who 
have entrusted their fortunes to its every 
watchful care than through any other 
instrumentality. But the application of 
this principle requires broadest diversi- 
fication of investments and hence is open 
to only few, if any, individuals except 
through the pooling of their resources.” 





LANSING ELECTS OFFICERS 


The Lansing Life Underwriters As- 
sociation has elected Roy G. Nowlin, 
Dominion Life, as president to succeed 
E. A. Johnson, Penn Mutual. Other new 
officers are Fred J. Stringham, Great- 
West Life, vice-president; Herman Hen- 
kel, Fidelity Mutual, secretary, and C. 
Bart Tenny, Penn Mutual Life, treas- 
urer. Directors are W. C. Young, Pru- 
dential, and S. Felding Simmons, Mas- 
sachusetts Mutual. 





HERSCH AGENCY EXPANDS 
The David T. Hersch general agency 
of the Security Mutual Life at 300 Madi- 
son Avenue, New York City, is mov- 
ing to larger quarters in the same build- 





n New 
in the 


ing. The agency started at scratch on 
March 1, 1932 and is second in rank 
among the company’s offices for the first 
six months of the year. 











thousands of fathers ‘discover the 
Multiple Protection Plan 


EVERY MONTH full pages in the 
Saturday Evening Post and Time Mag- 
azine bring this news to the nation’s 


fathers: 


“You can leave your family 
$100 every month for 20 years 
if you’re earning $45 a week 
or more.” 


Each Sunday afternoon, Daniel Stark 


on the famous “Roses and Drums” 
Program, presents actual case histories 


of families who have been helped by 
the new Multiple Protection Plan. 

6 times a month thousands of 
fathers “discover” the plan . . . many 
even write in for specific information 
about it. 

As a result, Union Central field men 
meet a public that already knows their 
company and welcomes its modern 
plans. Instead of “cold canvass,” the 
agent’s way is prepared! 


The Charles B. Knight Agency, Inc. 


WALTER E. BARTON, President 


PAUL S. RANCK, Vice-Pres. & Treasurer 


225 BROADWAY, NEW YORK CITY 


THE UNION CENTRAL LIFE 


Insurance Company 
| CINCINNATI 
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THE LATE ALICE LAKEY 

Alice Lakey’s death last week removed 
an interesting woman who had a niche 
all her own in the insurance business. 
It was to keep life insurance constantly 
before the attention of women’s clubs 
and federations in which field she was 
not only unique but decidedly influential. 
Her enthusiasm for insurance, which be- 
came manifest when she was a very 
young woman, continued uninterruptedly 
until her death. She made the club 
women feel that insurance should be an 
essential part of their program and ac- 
tivities; was constantly hammering away, 
and her advice was always sound and 
constructive. Her work not only in di- 
rect contact with the federations of wo- 
men but in the columns of her paper, 
Insurance, was of inestimable value to 
the business and was not slowed up by 
the fact that it was mostly a work of 
love as the insurance world itself did 
not show her the appreciation which she 
deserved. 





TRUST DEPARTMENTS OF BANKS 
BUY MANY FORMS OF 
INSURANCE 
A partial survey of the relationship be- 
tween trust departments of banks and 
insurance reveals a far greater potential 
market than the average agent or broker 
is apt to realize, and in the current issue 
of the Fireman’s Fund Record, published 
by the Fireman’s Fund Insurance Co., 

discusses this market. 

One of the officers of a large New 
York bank recently said: 

The trust officers of the smaller banks 
in the country are literally sitting on a 
keg of dynamite because of their failure 
to realize the various liabilities they as- 
sume when they take over trusts and 
when they neglect to protect themselves 
by the broadest insurance coverage. 

The minute a bank is appointed execu- 
tor, administrator or guardian of an es- 
tate, it assumes a double responsibility— 
its liability is not only to the beneficiary, 
but to the public as well. 

There is no lack of legal decisions to 
establish that if there is an accident of 
any nature whatever, such as the drop- 
ping of a brick from a side wall, the fall 
of a shutter or a break in the sidewalk, 
leading to an accident to some passerby, 
the bank is liable as an institution and 
cannot pass the cost of what the court 
considers an oversight on to the estate, 
says the Fireman’s Fund Record. 

To overcome this danger, the very first 
thing a bank should do when it steps into 


the management of an estate is to take 
out every conceivable form of protection 
— public liability, explosion, windstorm, 
and all the other types of insurance. An 
individual property owner can, and quite 
frequently does ignore risks, but a bank 
can afford to run no such chance, and 
therefore as soon as a bank steps into 
the picture, the volume of insurance to 
be carried naturally and materially in- 
creases. 

When it is taken into account that the 
average estate comprises not only real 
estate but statuary, jewelry, fine arts, 
rare books, costly furnishings and many 
other luxuries, the broad insurance re- 
quirements of trust departments are 
glimpsed. 

It is said that anywhere from five hun- 
dred to five thousand individual sales of 
insurance among ordinary dwelling and 
property owners are equal to the poten- 
tial market of a single average national 
bank in a city of more than a million 
population. 

It is now possible to arrange temporary 
blanket insurance to cover trust com- 
panies from the moment they become ac- 
tive in the management of estates. De- 
tails regarding this form of protection 
can be obtained from the department 
office through which agents report their 
risks. 





NEWSPAPERS COLD TO NEW TAX 
PROGRAM 

A poll of newspapers by United States 
News discloses that 69% of the coun- 
try’s newspapers regard the new tax pro- 
gram of Roosevelt as damaging to the 
country’s business. They have not been 
hesitant in giving their reasons. 

The program is called “confiscatory 
taxation” by Los Angeles Times; the 
Philadelphia Evening Bulletin wonders 
where the Government will stop; the 
Hartford Courant does not think the pro- 
posed taxes would make a dent in the pub- 
lic debt; the Philadelphia Inquirer feels it 
is a sop to the share-the-wealth dema- 
gogs; the New York Sun regards it as 
based on the old formula of “soaking the 
rich”; the New York Times thinks it 
would have a devastating effect on es- 
tates quite out of proportion to the new 
revenue received; and the New York 
Herald-Tribune believes that the tone of 
the message suggests that it was con- 
ceived and written in the first reaction 
to the Supreme Court’s unanimous rejec- 
tion of the N.R.A. 





Sheppard and Eugene V. Homans at a 
father and son tournament 


Eugene Homans, Prosser & Homans 
agency, Equitable Life Assurance So- 
ciety, New York, was runner-up in the 
Metropolitan Golf Tournament which 
was played last week at Summit, N. J., 
and was won by John E. Parker, Jr., 
former Yale golf captain. He defeated 
Homans 5 up and 4 to play. Also in the 
tournament was Eddie Driggs, New York 
State champion and a Brooklyn insur- 
ance man. 

a 

Stephen Ireland, vice-president and su- 
perintendent of agencies, State Mutual 
Life, with Mrs. Ireland will sail from 
Montreal on a Canadian-Pacific liner the 
latter part of this month for a two weeks’ 
sojourn in Europe. 

* * * 


H. Arthur Schmidt, general agent, New 
England Mutual, New York City, leaves 
tomorrow for a two weeks’ vacation in 
Cape Cod. Mr. Schmidt has rented a 
summer home there for his family. He 
will spend another two weeks with them 
in August. 

oe = 

Edward W. Allen, general agent, New 
England Mutual, New York City, starts 
today making his summer headquarters 
at the Manhasset Bay Yacht Club, Port 
Washington. He will commute to busi- 
ness on the auxiliary schooner Sirion 
which he has chartered for the summer. 
His family will live aboard the yacht 
and Mr. Allen plans for his vacation a 
three weeks’ cruise to Booth Bay Har- 
bor, Maine, and return. 

oo os 

Walter F. Sargent of East Orange, 
N. J., insurance agent and former prin- 
cipal in the East Orange Schools, is plan- 
ning for his annual vacation at Danville, 
N. H., where he will go during August. 
He has gone there for the last sixty- 
three years. 

* * * 

Paul V. Frary, eight years with the 
Penn Mutual Life at 30 Church Street, 
New York, and a member of the Bethea 
agency, has just completed seven years 
of consecutive weekly production of new 
business—364 weeks in all. 

. © s 

David W. Hopkins, assistant to the 
president of the General American Life, 
is receiving congratulations on being the 
father of a second son. The boy, named 
David, was born June 11. 

* * * 


Elmer L. Beesley, general agent for the 
State Mutual Life in Syracuse, is general 
chairman in charge of the Salvation 


Army’s drive there for $15,000. 








JOY LICHTENSTEIN 


Joy Lichtenstein, president of the Paci- 
fic Board of Fire Underwriters, and 
Pacific Coast manager of the Hartford 
Fire and Hartford Accident & Indemnity, 
one of most popular of all insurance 
officials, was in New York Monday. He 
attended the Hartford Fire’s 225th anni- 
versary in Hartford yesterday. 

* * * 

Edward T. McLaughlin, for the past 
two years vice-president of the Omar A. 
Hine, Inc., general insurance agency, 
Watertown, N. Y., has withdrawn from 
the concern and on June 10 opened his 
own insurance office in the Woolworth 
Building, Watertown. He was for four 
years connected with the Agricultural 
before going with the Hine corporation. 

* * * 

John J. Bower, Bellefonte, Pa., has 
been appointed as counsel to the Penn- 
sylvania Workmen’s Compensation 
Board. Active in Democratic politics for 
many years he was chairman of the 
Centre County Democratic Committee 
from 1901 to 1903 and from 1927 to 1933. 
He has been practicing law since 1900. 

* * * 

N. H. Wentworth, one of the able 
young American insurance men in the 
European field, is with the American 
Foreign Insurance Association and Hart- 
ford, in Paris. He is a Boston man and 
a graduate of Dartmouth College. 

a * * 

Charles M. Williams, vice-president, 
Western & Southern Life, entertained 
many West Virginia representatives of 
the company at the Huntington Horse 
Show recently where his thoroughbred 
saddle horses won four first prizes, one 
third, one fourth and two fifth trophies. 
His winning entries were the Twin, Mir- 
acle Maid, Dennis King and Flying Fox. 

eu «© 

Col. Charles F. Williams, president, 
Western & Southern Life, entertained 
officers of the 455th Field Artillery re- 
cently and awarded trophies to the three 
officers of the regiment who have made 
the most progress in army courses this 
year. 

* * * 

W. Scott Smith, general agent, Pacific 
Mutual, St. Louis, has been elected one 
of three trustees to administer the af- 
fairs of the recently formed Clayton San- 
itary District. 

* * * 

Warren T. Macauley of Detroit has 
become general agent for the John Han- 
cock Mutual Life at Portland, Ore., suc- 
ceeding Noel A. Dew who will represent 
the company in another capacity. 
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Author of “Deep Dark River” 


An insurance man—Robert Rylee of 
Stevens Point, Wis., is author of “Deep 
Dark River,” which is the July choice of 
the Book of the Month Club. 

Rylee was born in Memphis, Tenn., 
both of his grandfathers fighting in the 
Civil War. At the age of 12 he went to 
Andover, and worked at waiting on table 
and on farms. He then went to Am- 
herst. During prep school and college 
days he wrote, edited papers; majored in 
French, Greek and Latin. Leaving col- 
lege he traveled through France, Italy 
and England. Returning to the United 
States he got a job in an insurance office 
in Dallas from where he went to Stevens 
Point where he edits the sales publica- 
tions, conducts the training of office em- 
ployes and prepares sales and other lit- 
erature of the Hardware Dealers Mutual 
Fire Insurance Co. His title is sales 
correspondent. 

“Deep Dark River” is a story of ne- 
groes and whites in Mississippi. A _re- 
view of the book by Dorothy Canfield 
is printed in the “Book of the Month 
Club News” for June. 


x * * 
Thomas MacMaster Retires 
From Edinburgh comes word that 


Thomas MacMaster has retired as sec- 
retary of that company after forty years 
of service. He joined the company after 
four years of work with a legal firm, and 
his first duties were in connection with 
law and investments. Ten years later 
he was elected assistant secretary and in 
1917 secretary. 
* * 

Background of New Fire Marshal 

in Iowa 
J. Vincent Pyle of Chariton, Ia., who 
has become Iowa’s fire marshal, succeed- 
ing John Strohm, has been associated 
for the past ten years with a clothing 
store in Chariton, and was assistant fire 
chief of that city. 
. * @ 


Takes Family to Anniversary 
Peter Yeager, agent of the Hartford 
at Billings, Mont., attended the Hartford 
Fire’s anniversary in Hartford Thurs- 
day. He came by automobile with his 
family. 

a 
N. Y. Insurance Department Dance 
The Insurance Department of New 
York had a largely attended dance at 
the Hotel Astor on Friday night of last 
week. Among those in attendance was 
Superintendent of Insurance Louis H. 
Pink. 

“* @ 
Hartford Fire Insurance Building 

Air-Conditioning 

First insurance building in New Eng- 
land to install air-conditioning is the 
home office of the Hartford Fire Insur- 
ance Co. The Automatic Refrigerating 





>, SUC- 
present 


Co, Hartford, made the installation and 
final adjustments which were completed 
the week of June 10. 

Sun coming through glass panes of 














saw-toothed roofs in rear right and wings 
formerly caused employes discomfort in 


the summer time. By introducing filters 
and cooling surfaces into an already exist- 
ing ventilation system, the air is cooled 
and purified as well as changed. Two 
central units are used which air-condi- 
tion the rear right, center and left wings, 
approximately one-half the total floor 
space. 
¢ = * 


Nine Insurance Men Trustees 
of a Bank 


Morgan B. Brainard, Jr., assistant 
treasurer, Aetna Life, and John J._ Gra- 
ham, vice-president, Hartford Steam 


30iler, have been elected trustees of the 
Society for Savings of Hartford, which 
brings the number of trustees to nine. 
The Society for Savings is commonly 
known as “The Pratt Street Bank,” and 
was incorporated in June, 1819, the same 
year and month that the Aetna (Fire) 
was founded. It is the largest mutual 
savings bank in New England, outside of 
Boston. Other trustees are L. Edmund 
Zacher, president, Travelers; W. R. C. 
Corson, president, Hartford Steam Boil- 
er; James Lee Loomis, president, Con- 
necticut Mutual; Stillman F. Westbrook, 
vice-president, Aetna Life; James H. 
Brewster, Jr., vice-president, Aetna Life; 
Guy E. Beardsley, vice-president, Aetna 
(Fire); and Dr. William. D. Morgan, 
medical director, Phoenix Mutual Life. 


* * * 


Joseph K. Hooker 

Joseph K. Hooker, vice-president of 
the Automobile Insurance Co. and of the 
Standard Fire, and who has been wi‘h 
the Standard since 1910, was an outstand- 
ing member of his class at Yale after 
attending public high school in Hartford, 
his native city. After being in the field 
in New England for the Standard he re- 
turned to the home office in 1915 as as- 
sistant secretary. In 1924 he was elected 
secretary and in 1929 became vice-presi- 
dent. In the latter year he also was 
elected vice-president of the Automobile 
Insurance Co. ’ 

He has been treasurer and vice-presi- 
dent of the Factory Insurance Associa- 
tion and belongs to the Southeastern 
Underwriters’ Association. He is a mem- 
ber of the Hartford Golf Club. the Grad- 
vates’ Association of New Haven, the 
Yale Club of New York City and the 
Hartford Club 

* + * 
The King’s Income 

The best article I have seen on the 
King of England was printed in the last 
issue of Fortune. It discusses many per- 
sonal sides of the monarch. It gives, 
too, an explanation of the budget of $2.- 
280,000 which is needed for the King’s 
support, and which is supplied by Par- 
liament. Of this sum $940,000 goes for 
expenses of the household and $610,000 
for household salaries and retired allow- 
ances. It takes 400 servants to run 
Buckingham Palace and 300 to run Wind- 
sor Castle. The item of laundry at Buck- 
ingham Palace costs $40,000 a year. The 


amount of cash allowed the King and 
Queen is $530,000. Out of this they must 
provide private allowances for 150 royal 
relatives for whom Parliament makes no 
provision, entertain visiting royalties and 
have other expenditures. 

In the old days the King’s income came 
from the Crown Lands, including mines 
and many confiscated estates, but these 
were given back to the nation by George 
III in a bargain with Parliament in ex- 
change for a grant which he thought sat- 
isfactory to his needs. He had fifteen 
children whose debts seemed endless. 
The Crown Lands surrendered by him in 
central London now yield an income of 
$6,400,000 a year. 


* * * 
Casualty Insurance in France 


Casualty insurance in France, although 
not as yet developed as in the states, 
has made rapid strides since the war. 
France is one of the motor car leaders 
in Europe and the large number of auto- 
mobiles has been an important factor in 
French casualty insurance volume. De- 
spite the fact that the loss ratio has 
been particularly heavy respecting motor 
car insurance competition is extremely 
keen. 

Until a few weeks ago there was no 
compulsory insurance of any kind in 
France, but now a law has been passed 
providing for compulsory cover for third 
party liability for trucks and buses car- 
rying passengers. Such vehicles get 
their licenses only if they can produce a 
policy with a limit of liability of 1,000,000 
francs for any one accident. A commit- 
tee has been set up, consisting of insur- 
ance men, government officials and rep- 
resentatives of the carriers’ interests 
which will determine whether the com- 
panies in question are strong enough to 
carry the insurance. 

This is considered as the beginning of 
a more complete system of compulsory 
insurance, logical for a country governed 
still by Napoleonic law with its complete 
and complicated system of liabilities of 
all kinds, present and contingent. Com- 
pulsory liability insurance for every type 
of automobile is expected as next de- 
velopment. 

Employers liability insurance is writ- 
ten by a number of French and foreign 
companies, and written under very close 
Government control, similar to that for 
life insurance. 

Settlements in France under employ- 
ers liability losses are always given by 
the courts in the forms of annuities, not 
as lump sum settlements. French com- 
panies generally set up their own re- 
serves for such cases, and if they do, 
they have to keep a separate block of 
securities the income from which is to 
serve to make the periodical payments. 
This system is, of course, cumbersome 
for all parties concerned. When the 
Government inspector makes his rounds 
he will ask for each separate folder con- 
taining just the securities covering the 
case in question. Foreign companies, 
writing a comparatively smaller volume, 
which would not warrant the setting up 
of the complicated apparatus necessi- 
tated by such procedures, simply buy an 
annuity from the governmental “Caisse 
des Depots et Consignations.” 

* * . 
French Marine Insurance 


Hull marine insurance business in 
France has had bad results generally 
during late years, chiefly owing to the 
sequence of total losses due to fires, and 
other fire losses. Many of these must be 
attributed to labor troubles, but electric 
wiring, in combination with particularly 
unsuited types of pyroxilin lacquers used 
in the finishing of cabins, were import- 
ant factors. 

Cargo premiums are continuing to 
dwindle. High prices of most French 
products together with the various trade 
restrictions in most countries nowadays 
are further reducing French export 
trade. Of course, there is still a consid- 
erable exchange of products and manu- 
factures between the French colonies and 
the mother country. 





bp. 


W. E. MALLALIEU 


Broker a Sketch Artist 

Daniel W. Bender of Ludlum, Bender 
& Simmons, Inc., a progressive insur- 
ance outfit at 11 West Forty-second 
Street, New York City, is a talented 
sketch artist. He has drawn sketches of 
a number of insurance men, and one of 
these is reproduced on this page. It is 
of W. E. Mallalieu, general manager of 
the National Board of Fire Underwriters. 
Mr. Mallalieu recently celebrated his 
twenty-fifth anniversary as general man- 
ager and his thirty-fitth year with the 
National Board. 

* * * 


London Fire Brigade to Establish 
Film Service 

The London Fire Brigade is to estab- 
lish its own film service. The object of 
the service is to obtain films of “inter- 
esting and spectacular fires.” The Fire 
Brigade Committee of the London Coun- 
ty Council considers that it would be 
useful to have these taken for both in- 
structional and historical reasons. 

For a number of years it has been the 
practice to collect sections of films taken 
by the various newsreel concerns at fires, 
fire brigade reviews, etc., and piece them 
together. The committee says that al- 
though facilities are granted to approved 
concerns to take motion pictures of the 
Council services, the operators usually 
arrive too late at fires to take the “most 
interesting and spectacular periods.” 

Negotiations have taken place with a 
film concern for its cooperation in the 
formation of a fire brigade film service, 
and a provisional agreement has been ar- 
rived at under which the company would 
train the fire brigade staff in the use 
of a film camera. 

* * * 
Not Registering Under Securities Act 

A despatch to the Wall Street Journal 
says that a number of insurance com- 
panies whose shares are listed on the 
Philadelphia Stock Exchange do not in- 
tends to register under the Securites 
Act as Section 13 of the act would re- 
quire filing of information of a competi- 
tive character which would be detrimen- 
tal to the business of the companies fil- 
ing such information. 

* + * 

Editor Theodore H. Price Dead 

Theodore H. Price, editor and publisher 
of Commerce and Finance, and who at 
one time was well-known in the marine 
insurance district, is dead. His specialty, 
however, was cotton and he also had con- 
siderable experience as an operator in the 
cotton market. 

* * 
Railroad Rain Insurance 


The Northern Railroad, which leads 
from Paris to the English Channel wat- 
ering places, offers a rain insurance 
policy with train tickets for weekend 
trip in case heavy rain falls within twen- 
ty-four hours. 
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FIRE INSURANCE 





Missouri Compromise 
Decision Is Delayed 


CERTAIN OBJECTIONS RAISED 





Federal Tribunal Expected to Render 
Opinion on Rate Settlement After 
Studying Opponents’ Briefs 





The failure of the special three-judge 
Federal Court at Kansas City to hand 
down an immediate decision Saturday, 
June 22, on the compromise agreement 
between State Superintendent of Insur- 
ance R. Emmet O’Malley and the various 
stock fire insurance companies affected 
by the litigation involving the 16 2/3% 
increase in fire, windstorm, hail and 
lightning insurance rates which the com- 
panies put into effect on June 1, 1930, 
over the protest of the then superintend- 
ent of insurance, Joseph B. Thompson, 
has not created undue uneasiness in fire 
insurance circles as to the eventual deci- 
sion when the court hands down its 
formal written opinion on all the legal 
questions involved and the peace pact 
itself within the next several weeks. 

It is customary for a court to decide 
immediately when both sides mutually 
agree to terminate litigation and file a 
stipulation to that effect. For that rea- 
son some persons are inclined to believe 
that the special court may not accept 
the peace plan proposed by Superintend- 
ent O’Malley and the companies and will 
reject it in its entirety or modify it 
by imposing restrictions the court be- 
lieves should prevail. 

The fact that the special court will 
hand down a formal written opinion in 
the 137 cases involved in the Federal 
court litigation was revealed by Judge 
Kimbrough Stone of the United States 
Circuit Court of Appeals who presided 
at the hearing on June 22. The other 
members of the court are United States 
District Judges Merrill Otis and Albert 
L. Reeves. Their final ruling will de- 
cide the distribution of approximately 
$9,000,000 of impounded premiums under 
the custody of the court. The Cole 
County Circuit Court at Jefferson City 
has jurisdiction over $1,750,000 of addi- 
tional impounded premiums. Recently 
the court directed that the entire $1,750,- 
000 should be returned to the policy- 
holders after rejecting the companies 
appeal from the ruling of Thompson in 
May, 1930, denying their application for 
the right to increase their rates 16 2/3%. 

Developments Causing Delay 

Two unexpected developments at the 
hearing on June 22 are responsible for 
the delay in the court acting on the 
motion of O’Malley and the companies 
to dismiss the proceedings and enter rul- 
ings to carry out the compromise agree- 
ment, including the distribution of the 
impounded premiums on the basis of 20% 
to Insurance Superintendent O’Malley 
for distribution to the policyholders ; 50% 
to the companies, including 25% to go to 
their agents and brokers, and the remain- 
ing 30% to R. J. Felonie of Chicago, 
chief counsel for the companiés, and 
Charles R. Street of Chicago, chairman 
of the companies committee in charge 
of the litigation. From this 30% would 
come the fees of the attorneys, special 
expenses of the Missouri Insurance De- 
partment, and court costs, etc. 

The first surprise at the hearing on 
June 22 was the filing of a petition by 
R. M. Sheppard, an attorney of Kansas 
City and St. Joseph, Mo., on behalf of 
five small policyholders, asking the court 
to grant permission to intervene in the 
the proceedings on behalf of themselves 
and others similarly situated in opposi- 
tion to the compromise plan. Sheppard 
said that he also represents the Farmers’ 
Protective Association of Missouri, which 
has 8,000 members. 


The second unexpected development 


Says Big Buyers Have 
Put Agents on the Spot 


CHALLENGE THAT MUST BE MET 





W. Owen Wilson Urges Study of 
Possible Changes in Rates, Com- 
missions and Expenses 





W. Owen Wilson of Richmond, Va., a 
member of the executive committee of 
the National Association of Insurance 
Agents, frankly told the members of the 
Virginia Association at their meeting at 
Virginia Beach last week that local 
agents throughout the country are face 
to face with the question of solving the 
problem of a steadily increasing volume 
of wholesale insurance, coverage bought 
by large buyers with the local agent left 
out of the picture. He urged an attack 
on the problem along definite and prac- 
tical lines and suggested that considera- 
tion be given to home office acquisition 
costs and agents’ commissions; also the 
need for legislative and tax reforms with 
agents and others cooperating to gain 
needed changes. With respect to agents’ 
commissions he said: 

“It has been a long time since con- 
sideration was given to that portion of 
acquisition cost known as agency com- 
missions, and while I cannot speak for 
agents generally and am not attempting 
to do so, I am prepared personally to 
offer the thought that no harm could 
come from an honest approach to this 
question, following a proper survey by a 
properly constituted committee. * * * I 
would not have you believe that this is 
a matter which should receive the con- 
sideration only of agents of the larger 
cities, because there is ample evidence 
that its effects are reaching not only into 
the major but into the minor metropoli- 
tan areas.” 


Rates and Home Office Expenses 
Mr. Wilson approached this part of his 
address with a discussion of the present 
costs of insurance to which many large 
buyers, through their insurance depart- 
ments, object. “There are a number of 
angles from which this might be ap- 





was the action of special counsel for the 
Insurance Department in opposing the 
companies’ motion to eliminate Attor- 
ney General Roy McKittrick as one of 
the defendants in the 137 suits. In objec- 
tion to the step to take McKittrick out 
of the cases the attorneys acted on direct 
orders from Governor Guy B. Park, who 
has stated that he will not accept any 
agreement in the litigation that is not 
approved by Mr. McKittrick. This ap- 
proval has not been given. 

The special court gave Sheppard ten 
days in which to file a brief in support 
of his petition and counsel for the com- 
panies ten days after the brief is 
presented to the court to bring in a reply 
brief. 


——— — 








J. A. Kesey, President 
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proached,” he said. “The companies 
would suggest a lowering of agency com- 
missions and a reduction of local taxes, 
or, at least, relief to the end that all re- 
sponsible insurance carriers should re- 
ceive an even break with preference to 
none. The agents would perhaps counter 
with the suggestion that rates should first 
be leveled off on the basis of experience 
to the class so that certain classifications 
would not carry a loading for less profit- 
able ones and that further competitive 
reductions should only come on just 
levels. They, perhaps, would also expect 
their companies to find ways and means 
of at least bringing about some com- 
mensurate reduction in home office ex- 
penses.” 

At the outset of his talk Mr. Wilson 
cited the challenge offered to local agents 
through the demands of large buyers for 
improved service and lower insurance 
charges. Continuing he said in part: 

“What is wholesale insurance? The 
dictionary defines it as ‘buying in exten- 
sive or large quantities as distinguished 
from retail,’ which is described as being 
the selling in small quantities direct to 
the consumer. As agents, therefore, we 
would appear retailers, and yet there are 
many of us who have accounts so large 
as to come within the class of wholesale 
dealers. On this particular class there is 
a direct challenge which vitally affects 
agency commissions and the service ren- 
dered by them. The challenge to which I 
have referred comes through the Amer- 
ican Management Association which is 
speaking in terms of the big buyer. It 
has become the practice of these large 
buyers to employ insurance managers, 
and, at the present moment, these are the 
people who are attacking the American 
Agency System. 

Salaried Buyers Leading Fight on 
Insurance Costs 

“In the majority of instances, these in- 
surance managers are trained men who 
draw large salaries and conduct rather 
expensive departments. Naturally they 


must justify their value to the corpora- 
tions by whom they are employed and 


(Continued on Page 29) 







C. L. Henry, Secretary 
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Canadian Underwriters’ 
Association Formed 


Fire, automobile and casualty under- 
writing associations of eastern Can- 
ada, meeting jointly at Murray Bay, 
Que., last week, decided to merge, 
The name adopted is the Canadian 
Underwriters’ Association. The prin- 
cipal officers elected are president, 
John Holroyde, Commercial Union, 
Montreal; vice-presidents, L. C. Ey- 
ans, London & Lancashire Guarantee, 
Toronto, and H. W. Falconer, Domin- 
ion of Canada General, Toronto; 
council, E. J. Kay, North British & 
Mercantile, Montreal; Kenneth Thom, 
Western, Toronto; E. M. Whitley, 
Canada Security, Toronto; C. E. San- 
ders, Atlas, Montreal; A. F. Glover, 
Central Insurance, Montreal; C. W. 
C. Tyre, Columbia, Montreal; Adam 
McBride, American Alliance, Mon- 
treal; F. D. Knowles, United States 
Fidelity & Guarantee, Toronto. 











Button Names Regional 


Supervisors for H.O.L.C. 


Colonel Joseph Button, secretary and 
manager of the Stock Company Asso- 
ciation to handle H.O.L.C. risks, has 
made announcement of appointments as 
regional supervisors for the various dis- 
tricts. Some of these follow: 

Baltimore: J. T. Robertson, Jr., 1825 
Munsey Building, formerly special agent 
Underwriters Association of the Middle 
Department. Detroit: E. P. Rogers of 
Detroit, formerly state agent of the In- 
surance Company of North America. 
Chicago: Ernest A. Matthews of Evans- 
ton, at one time special agent for the 
Liverpool & London & Globe, later an 
insurance broker. New York City: 
George McG. Goodridge of Richmond, 
Va., formerly state agent, Fireman's 
Fund. Boston: Walter J. Snyder of 
Philadelphia, formerly with Hare and 
Chase. 


Supt. John A. Marshall Put 


On Commissioners’ Program 

John A. Marshall, Superintendent of 
Insurance at Washington, D. C., will fol- 
low the paper to be delivered by Harry 
E. McClain of Indiana, on the program 
at the National Convention of Insurance 
Commissioners at Seattle, Wash, in July. 
He will talk on new ideas in insurance, 
Secretary Jess G. Read announced. The 
change was made because of the death 
of George D. Riley, Commissioner 0! 
Mississippi, which occurred last week. 

Commissioner Read further announced 
that the guests, comprising commission 
ers and their department staffs, to be 
entertained by President M. A. Kern ol 
the Alliance Life, will leave at 10:30 the 
morning of July 4 from the La Salle 
Hotel in Chicago, in special cars for Lex 
ington Stable farm to attend the lunch 
eon. 

















T 
Wad 
Chicz 

E 
O’Le 
Calla 


Fift 
heads 
Fire, 
panie: 
group 
ment 
Mont 
Bernd 
comp: 

The 
Fore 
years 
the b 
panie 
by Ex 
broke 
Fire. 

Sec 
Fran] 
third 
of th 


Age 


Th 
tiona 
has 
two 1 


sume 
activ 









28, 1935 


rs of 








rs’ 


ormed | 
y under- 
rn Can- | 
‘ay Bay, | 

merge, | 
‘anadian | 
he prin- | 
resident, 

Union, | 
C. Ey- 
arantee, | 
Domin- 
‘oronto; 
ritish & 
h Thom, 
Whitley, 
E. San- 
Glover, 
: Com 
; Adam 
, Mon- | 
| States | 





), 


| 
O.L.C. 


tary and 
ny Asso- 
sks, has 
ments as 
‘ious dis- 


Jr., 1825 
ial agent 
e Middle 
ogers of 
| the In- 
America. 
f Evans- 
for the 
later an 
k City: 
ichmond, 
‘ireman’s 
ryder of 
are and 


Put 
ogram 


ndent of 
will fol- 
yy Harry 
program 
nsurance 
in July. 
isurance, 
ed. The 
ne death 
ioner ol 
week. 
nounced 
mission- 
s, to be 
Kern of 
0:30 the 
La Salle 
for Lex- 
e lunch- 





June 28, 1935 


UNDERWRITER 





Page 19 








President Culver Host At America Fore Golf Tournament 





Top row, left to right: B. M. Culver, president; Ernest Sturm, chairman of the boards; John W. Clarke, secretary, Atlanta; 
Wade Fetzer, president, W. A. Alexander & Co., Chicago; E. A. Henne, vice-president, Chicago; E. B. Vickery, secretary, 
Chicago; Frank Christensen, vice-president; William F. Dooley, vice-president. 


Bottom row, left to right: W. H. Griffith, manager auto department; 


Charles L. Newmiller, vice-president, F. & C.; C. 


O'Leary, Jr., secretary, F. & C.; W. L. Bates, secretary, F. & C.; H. V. Upington, manager, F. & C. metropolitan office; E. M. 
Callahan, Niagara local dep’t. (winner); George E. O’Hara, secretary, Niagara local dep’t. 


Fifty-one officers and department 
heads of the Continental, Fidelity- Phenix 
Fire, Fidelity & Casualty and other com- 
panies comprising the America Fore 
group, were entertained at a golf tourna- 
ment and dinner last Friday, at the 
Montclair Golf Club, Montclair, N. J., by 
Bernard M. Culver, president of the 
companies. 

The battle for the beautiful America 
Fore silver golf trophy, presented some 
years ago by Ernest Sturm, chairman of 
the boards of the America Fore com- 
panies, was keenly waged and finally won 
by Edward M. Callahan, manager of the 
brokerage department of the Niagara 
Fire. 

Second low net prize was won by 
Frank S. Ennis, advertising manager and 
third low net by W. L. Bates, secretary 
of the Fidelity & Casualty. The prize for 


low gross score was won by Walton H. 
Griffith, manager of the automobile de- 
partment of the fire companies. 


Following dinner served in the golf 
club house, the host of the evening was 
surprised when a mammoth, lighted 
birthday cake appeared, the occasion be- 
ing President Culver’s natal anniversary. 
Chairman Sturm then presented the cup 
to Mr. Callahan and produced individual 
cups to be kept by former winners of the 
“Chairman’s Cup.” These were presented 
in turn to William F. Dooley. H. H. 
Kraemer and M. J. O’Brien and one was 
reserved for Herbert E. Maxson, now in 
Europe. Chairman Sturm, himself, was a 
winner of the America Fore trophy and 
at the conclusion of these presentations, 
President Culver announced that the 
chairman’s friends and associates would 
present him with a permanent trophy 


emblematic of his victory. : 
Brief remarks were made by some of 
the guests, including John W. Clarke, 


Paul L. Haid, E. A. Henne and E. B. 
Vickery. 


Others present were: 

Ernest Sturm, DeMott Belcher, C. L. Beards 
ley, LeRoy T. Brown, E. M. Callahan, F. A. 
Christensen, John W. Clarke, Bernard M, Cul- 
ver, William F. Dooley, William H. Emes, 
Frank S, Ennis, Wade Fetzer, Walton H. Grif- 
fith, Vernon Hall, George F. Hayden, E. A. 
Henne, R. N. Jenkins, F. D. Jones, H. H. 
Kraemer. Charles C. Lyon, A. A. 

George E. O’Hara, C. W. Pierce, R. F. Rieder, 
vied Stukhart, E, B. Vickery. 

Hale Anderson, W. L. Bates, Raymond N. 
Caverly, H. F. Desmond, Gilbert L. Kerr, C. L. 
Newmiuller, M. J. O’Brien, G. A. O’Leary, H. V. 
Upington. 

A. W. Barthelmes, Dr. J. H. Blauvelt, John C. 
Brodsky, W. D. Clark, Alden D. Groff, Paul 1. 
Haid, L. M Harding, J. T. Horan, H. A. Keck, 
J. S. King, R. H. Nicholls, H. K. Remington, 
F. B. Smedes, Charles E. Swan, F. P. Walther, 
L. A. Williamson. 








’ 
Agents’ Branch Office 
Committee Is Enlarged 
The branch office committee of the Na- 
tional Association of Insurance Agents 
has been enlarged by the addition of 
two new members, Allan I. Wolff of Chi- 
cago, past-president of the association and 
Charles Monk of Philadelphia. Other 
members of the committee are H. E 
McKelvey of Pittsburgh, chairman, Har- 
vey B. Nelson of Jersey City and George 
F, Kern of New York City. 
; This enlarged committee held a meet- 
ing in New York City last week and 
while no announcement of its work or 
plans was made it is reasonable to pre- 
sume that the question of branch office 
activities will be discussed fully at the 


Rochester convention of the National 


Association in September. 





Geyer to Succeed Stoop In 
New York Suburban Division 


W. H. Stoop, deputy manager of the 
Suburban Division of the New York 
Fire Insurance Rating Organization, has 
been given a leave of absence until Sep- 
tember 1 and on that date will be retired 
from active duty. His health has been 
impaired for some time, Mr. Stoop will 
be succeeded by W. Hobart Geyer, who 
has been with the Suburban Division 
since 1913. The retiring deputy manager 
has been in insurance for about half a 
century and joined the Suburban Divi- 
sion in 1908. . 

Retirement on aHowances of two vet- 


eran inspectors is also announced. They 
are W. S. Reed of Binghamton, 85 years 
of age, who has been an inspector in 
the Syracuse Division since 1895, and 
Edwin Lawrence, 81 years of age, in East 
Aurora, who has been in the Syracuse 
Division since 1917 and prior to that was 
with the Southeastern Underwriters As- 
sociation. 


JACQUES P. LEBRUN DEAD 

Jacques P. LeBrun, insurance and real 
estate agent at Amityville, N Y., and a 
former trustee and acting mayor of that 
village, died Monday morning at the age 
of 43 years. Born in Greenville, N. J., 
he went to Amityville in 1921. He is sur- 
vived by his widow, his father, and 
mother, a_ sister, half-sister and_half- 
brother. 


Illinois Qualification 
Law Is Declared Void 


DECISION OF CIRCUIT COURT 





Judge Holds Powers of Insurance Di- 
rector Are Too Broad and Subject 
to Discrimination 





Circuit Judge Lawrence E. Stone of 
Illinois, sitting in the Circuit Court of 
Sangamon County (Springfield), this 
week declared the Illinois agents’ qual- 
ification act of 1931 invalid after holding 
that Section 11 is unconstitutional and 
void because too great powers are grant- 
ed to the Director of Insurance in the 
matter of revoking licenses. The case 
was brought against Ernest Palmer, 
present Director of Insurance, by the 
Chicagoland Agencies, Inc., following his 
refusal to renew the license of the pe- 
titioner. Section 11 of the qualification 
law holds that a license may be termi- 
nated “if, after due investigation and a 
hearing either before him or before any 
salaried employe of the Insurance De- 
partment designated by him whose re- 
port he may adopt, he determines that 
the holder of such certificate” has vio- 
lated the law. 

Telling why he considers that the law 
extends powers beyond reason to the In- 
surance Director, Judge Stone says in 
part: 

“It will be seen by an investigation of 
the act that no notice for the hearing 
there provided is required to be given 
the person who is deprived of his right 
to do business. No rules are prescribed 
for the carrying on of said investigation. 
It may be done by the insurance su- 
perintendent, if he wishes to do it, or 
he may designate someone else to carry 
on such investigation. The act is so 
vague and uncertain and the power of 
the insurance superintendent so unlim- 
ited that he may conduct an investiga- 
tion in whatever manner he sees fit and 
may call anything he chooses as an in- 
vestigation of a particular case, and act 
upon that. It is true that Certiorari is 
provided whereby the courts may set 
aside or reverse any action in pursuance 
of arbitrary power, but that is not the 
determining question. It is the act of 
attempting to bestow arbitrary power 
upon any ministerial officer which our 
Supreme Court has universally con- 
demned. 


Discrimination Possible 


“The power for discrimination against 
individuals under the act under exam- 
ination is almost unlimited. The super- 
intendent may conduct his investigation 
behind closed doors, may refuse to li- 
cense whomsoever he will and disqualify 
whomsoever he will, subject only to his 
own disposition in doing so. It is pre- 
sumed, of course, that such officers will 
act honestly and fairly, but again that 
is not the test of the validity of a law. 
The question is not what a particular 
administrative officer will do under a giv- 
en state of facts, but the question is 
what he may do, and under Section 11 
of the act in question I see no check 
whatsoever upon the discretion of the 
officer whose alleged right it is to act 
in pursuance of this section.” 





GOING ON SOUTHERN CRUISE 

Miss Lillie McAndrews, secretary to 
General Counsel J. H. Doyle of the Na- 
tional Board of Fire Underwriters, is 
sailing this week-end on a thtee weeks’ 
cruise to West Indian and South Ameri- 
can ports. Miss McAndrews, who is 
well known to practically all fire insur- 
ance executives, is a valuble member of 
the National Board staff and keeps fully 
informed on all legislative matters en- 
gaging the attention of the National 
Board's legal department. 





HARTFORD BIRTHDAY GIFTS 

A birthday gift of 5% of each em- 
ploye’s 1934 salary was given to employes 
of the Hartford Fire and Hartford Acci- 
dent & Indemnity yesterday on the 125th 
anniversary of the founding of the Hart- 
ford Fire. 
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Dart Elected Head Of 
New York City Pond 


BLUE GOOSE MEETING HELD 





R. M. Chambers Predicts Expansion of 
Aviation Insurance; War Ace and 
N.B.C. Engineer Speak 





Members of the New York City pond 
of the Blue Goose were treated to a 
speaking program of exceptional interest 
at the final meeting of the season held 
last Thursday evening at the Drug & 
Chemical Club in New York City. There 
were three speakers, George O. Milne, 
Eastern division engineer of the National 
3roadcasting Co.; Col. George Vaughn, 
second ranking living American war ace, 
and Reed M. Chambers, general manager 
of the United States Aviation Underwrit- 
ers, Inc., and also an ace. Mr. Milne 
gave some of the background in connec- 
tion with the broadcasting of important 
rews events while the others spoke on 
aviation, past and present. 

New officers of the pond were also 
elected. Edward W. Dart of Hamilton 
& Wade, Inc., is now most loyal gander, 
succeeding Clarence Axman of The East- 
ern Underwriter. Other officers are as 
follows: supervisor of the flock, Fred L. 
Bross of the Home; custodian of the 
goslings, S. R. Howard of the North 
British & Mercantile; guardian of the 
pond, William Stedler of the Insurance 
Field; keeper of the golden goose egg, 
J. E. T. McClellan of the New Jersey 
Schedule Rating Office, and wielder of 
the goose quill, Max C. W. Buchenberger 
of the Underwriters Salvage Co. 


Plans for Next Season 

Mr. Dart reported that the New York 
City pond has 323 members and thirty- 
seven were initiated during the last year. 
Of the total number 130 carry the group 
life insurance of the Lincoln National. 
He also announced that there will prob- 
ably be an initiation meeting in October 
with a delegation from one of the neigh- 
boring ponds putting the goslings through 
their stunts. Mr. Dart suggested that 
next season there may be one or more 
regional meetings in this part of the 
country with the New York City pond 
cooperating with ponds in the New Eng- 
land and Middle Department states. 

Both Mr. Dart and Samuel A. Me- 
horter of the Home, most loyal grand 
gander of the Blue Goose, spoke on the 
program for the grand nest meeting in 
Atlantic City August 27-29. A summary 
of the arrangements was published in 
these columns last week. Interesting en- 
tertainment is promised for the conven- 
tion banquet, ranging from a magician 
to a fan dancer with other acts on the 
program. 

Pointing out that the Lincoln National 
Life has paid around $650,000 in death 
claims on Blue Goose policies and that 
the company has not received any more 
than this amount in premiums, Mr. Me- 





EDWARD W. DART 

horter urged that additional members of 
the New York City pond buy this group 
coverage both for their own protection 
and also to warrant the Lincoln National 
continuing this contract. He said that 
many members of the organization have 
died with no life insurance other than 
the group coverage. 

Carroll L. DeWitt, assistant United 
States manager of the Eagle, Star & 
British Dominions, reported as chairman 
of the necrology committee. Eight mem- 
bers of the pond have died since the 
1934 annual meeting. In tribute to their 
memory the members of the pond sang, 
to the tune of America, a song written 
some years ago by Wiiliam S. Crawford 
of the New York Journal of Commerce 
when Mr. DeWitt was most loyal gander 
of the Illinois pond. 


Broadcasting New Events 


Mr. Milne told of the formation and 
use of the mobile unit of the N.B.C. for 
use in broadcasting where regular facili- 
ties are not available. This broadcasting 
station on wheels i is equipped with trans- 
mitting and receiving sets and generators 
and is kept ready for use all hours of the 
day and night. Mr. Milne, a member of 
the technical staff, cited some of the hu- 
morous and also not-so-funny incidents 
associated with broadcasting such events 
as the first trip of the Normandie to this 
country, the cup races last fall at New- 
port, stratosphere flights and the Morro 
Castle and Akron disasters. 

Col. Vaughn, who is now vice-president 
of the Casey Jones school of flying, de- 
scribed how as a student at Princeton 
University when the United States en- 
tered the World War in 1917 he and 
other undergraduates received their ini- 
tial training in flying. He also related 





some of his personal experiences in fly- 
ing at the front in France. 

Major Chambers devoted his remarks 
principally to emphasizing the safety of 
{lying in commercial planes today and to 
mentioning some of the plans for the 
future He said it is unfortunate that 
airplane accidents receive such wide- 
spread publicity whereas comparatively 
little is published about the thousands 
of passenger flights annually made ac- 
cording to schedule. 

The number of persons using commer- 
cial planes is steadily increasing, Mr. 
Chambers said, and while many older 
persons who have lived through the ex- 
perimental years of aviation still have 
some fear of flying the younger genera- 
tion will not be deterred from using air- 
planes to get from one part of the coun- 
try to another. 

With respect to aviation coverage Mr. 
Chambers said that although the pre- 
miums for 1935 will probably not be much 
over $3,000,000 he was confident that in a 
comparatively few years this branch of 
insurance will be bringing in many more 
millions of premium income. He told 
of preparations to use 100-ton planes to 
carry passengers from the Pacific Coast 
to the Hawaiian Islands. These machines 
will be able to do about 170 miles an 
hour carrying nearly twenty passengers, 
mail and baggage. As concerns private 
flying Mr. Chambers said that develop- 
ments have not been as rapid as in the 
commercial field but that many more of 
these small planes are being built and 
sold. 


Rossi Recalls Early Days 


as Electrical Inspector 

Ralph T. Rossi of Roseville, N. J., hus- 
band of Mrs. Ralph T. Rossi who has 
achieved considerable recognition in in- 
surance circles through her fine work as 
executive secretary of Everyboy’s Safety 
League of Newark, N. J., attended the 
meeting of the New York City pond of 
the Blue Goose last Thursday as the 
guest of Frederick Ackermann, New Jer- 
sey state agent for the National Union 
Fire of Pittsburgh. Now connected with 
R.C.A. Communications, Inc., and an 
electrical engineer of outstanding ability 
Mr. Rossi is not altogether a stranger to 
insurance, having been for a short time 
in life insurance and also for a year or 
more in fire insurance as an electrical 
engineer. 

Over thirty years ago Mr. Rossi served 
with the old American Union Life in New 
York as an interpreter. That company 
was absorbed by one of the larger com- 
panies and he then joined the Fire Un- 
derwriters Electrical Bureau in 1905 to 
do electrical inspection work. This bu- 
1eau, since merged with other bureaus, 
had just been formed under the direction 
of Mr. Stoney with a membership of 
twenty-six companies. The staff consisted 
of Bruce E. Loomis as manager, one 
stenographer, two young men as drafts- 
men and two inspectors, one of them 








SOUND SECURITY 


That’s what your Assured wants 
That’s what you want—Mr. Agent 


That’s what our policies guarantee to both of you 


83 YEARS OF HONORABLE OPERATION 





OVERDUE BALANCE REPORTS 





Ontario Reports Slight Increase in Overy. 
due Accounts as of March 31 After 
Previous Sharp Drop 
R. Leighton Foster, Insurance Super. 
intendent of Ontario, has submitted his 
report on agents’ balances as of March 3} 
to the members of the specia] committee 
of the Provincial Insurance Superintend- 
ents’ Association. For the three months 
ending March 31, 248 companies and 
cighty-nine general agents filed reports 
covering 918 agents whereas last Septem- 
ber the number of agents totaled 1,353 
and in December the number was down 
to 861. Overdue balances reported by 
companies at the end of March totaled 
$295,984, an increase of $22,802 over the 
December 31 figure but almost $238,000 
below the $533,862 reported on Septem- 
ber 31 last. General agents reported over- 
due balances of $18,335, compared with 
$21,005 at the end of last year and $42)14] 

at the end of last September. 

In closing his report Superintendent 
Foster savs: “The Department desires to 
acknowledge the splendid cooperation 
volunteered by the majority of companies 
and general agents in the filing of these 
returns. There is still room for improve- 
ment. A number of companies and a 
greater number of general agents so de- 
lay their returns as to make this report 
considerablv | later than otherwise would 
be the case.” 





Kentucky Agents Back Plan 
For Nat’! Ass’n Directors 


The Kentucky Association of Insurance 
Agents at its annual convention last week 
in Louisville adopted a resolution sug- 
gesting that member state associations be 
represented in the National Association 
of Insurance Agents by one director from 
each state, instead of by national coun- 
cillors, and that these directors in turn 
elect the members of the executive com- 
mittee. At present the method is for 
the executive committee and the national 
officers to appoint new members of the 
executive committee to fill such vacancies 
as occur. The North Carolina Associa- 
tion adopted a similar resolution at its 
recent convention, the purpose being to 
give the state associations more direct 
control of the appointment of executive 
committee members. 





being Mr. Rossi. This bureau governed 
the rating of electrical properties and 
much of the work was connected with 
inspections of traction properties and 
public utility plants. 

Mr. Rossi, who was a young man but 
had had some years’ experience in elec- 
trical work, drew a number of big 
schedules. In those days there were no 
codes or formulas and rating and under- 
writing was largely a matter of discre- 
tion. 





$4,000,000 CAPITAL JAN. 1, 1935 


$8,764,733 POLICYHOLDERS’ SURPLUS 


$14,392,064 ASSETS 


LOSSES PAID SINCE ORGANIZATION $81,097,097 


The HANOVER FIRE INSURANCE COMPANY of New York Charles W. Higley, Pres. 
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ARE YOU SELLING 1905 MODEL INSURANCE ? 





The Comprehensive 
and Combined Auto- 
mobile Policies written 
by the America Fore 
companies provide 
modern insurance 
protection for modern 
cars. 














ae 


of Insurance Companies 


NIAGARA FIRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THe FipELITY AND CASUALTY COMPANY 


ERNEST STURM, Chairmen of the Boards 
BERNARD M. CULVER. President 
















The AMERICA FORE GROUP 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FIRE INSURANCE COMPANY . 
FIDELITY-PHENIX FiRE INSURANCE COMPANY 
First AMERICAN FiRE INSURANCE COMPANY 


Eighty Maiden. Lane, \Mipapame| New York ,N.Y- 
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Joseph J. Windle Dead; 
Prominent as Adjuster 
HOSPITAL 


DIES IN ALBANY 
Extensive ‘Teaver and Well- 
Informed on Many Subjects; He 


Handled Numerous Large Losses 


An 


Funeral services were held Wednesday 
afternoon at St. Stephen’s Episcopal 
Church in Port Washington, L. L, for 
Joseph J. Windle, veteran fire insurance 
adjuster and head of Joseph J. Windle, 
Inc. of New York City, who died on 
Sunday in the Albany Hospital at 
Albany, N. Y., following a seven weeks’ 
illness. He was 71 years of age and had 
gone to Albany to adjust a loss when 
taken ill. A resident of Roslyn, N. Y., 
he is survived by his widow, Mrs. Louise 
Gardner Follett Windle, and two daugh- 
ters, Josephine Follett Windle and Louise 
Follett Windle. 

Recognized as one of the best-posted 
independent fire loss adjusters in the 
country and widely liked and respected, 
Mr. Windle was in many ways an un- 
usual figure. He had an especial fond- 
ness for traveling, particularly in the 
West Indies and Central America. Even 
in the last few years, as head of the firm 
of Windle, Dargan & Co. he _ took 
pleasure in personally journeying to out- 
of-the-way places in the tropics to ad- 
just losses. He could relate by the score 
interesting stories of his experiences in 
Latin-American countries. 

Born in Sinnington Manor, Yorkshire, 


England, on March 19, 1864, the son 
of well-to-do parents he sailed as a 
midshipman apprentice at the age ol 


15 years and two years later entered an 
iron works at Leeds. He came to the 
United States about 1883 and engaged in 
construction work on railroad, sawmill 
and deck jobs. His first insurance con- 
nection was in 188 when he acted as an 
appraiser at Madison, Wis., for insur- 
ance companies. In 1889 he became Wis- 
consin state agent for the Liverpool & 
London & Globe and remained with that 
company for three years. Then for 
awhile he associated himself with irri- 
gation, mining and timber projects on 
the Pacific Coast and in Canada. 
Opened Own Office in 1915 

Returning to insurance Mr. Windle 
was general adjuster for the Norwich 
Union Fire from 1904 to 1910, with head- 
quarters in New York City and then for 
five years was general manager of the 
Southern Adjustment Bureau at Atlanta. 
He returned to New York in 1915 to 
establish his own office as an independ- 
ent adjuster for fire companies and this 
organization, with a few changes in 
title, was maintained to the time of his 
death. 

His extensive traveling and his con- 
tacts with unusual lines of business 
activity gave Mr. Windle knowledge and 
experience not enjoyed by the average 
adjuster and for that reason his services 
were in constant demand. His prestige 
was also enhanced by his patience and 
cordial personality which served him well 
in many difficult cases. He knew insur- 
ance law well and was a constant reader 
of books and articles on many subjects, 
all of which added to his value as a loss 
adjuster. 

Prentiss B. Reed, vice-president of 
Wagner & Glidden, Inc., and associated 
years ago with Mr. Windle in the 
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MECHANICS AND TRADERS 
INSURANCE COMPANY 
HARTFORD 
CAPITAL $ 1,000,000 











NATIONAL FIRE 





SURPLUS AVAILABLE FOR PROTECTION OF POLICYHOLDERS 


From Annual Statements, 


FRANKLIN NATIONAL 
MECHANICS AND TRADERS 
TRANSCONTINENTAL 


December 31, 1934 

$ 20,697,494.34 
2,411,451.51 
3,017,186.03 
2,676,750.63 








Southern Adjustment Bureau, on learn- 
ing of the latter’s death paid him this 
tribute: 

“With the passing of Joseph J. Windle 
the fire insurance world has lost a most 
unusual personality. Exceptional men 
seem to become scarcer and certainly 
Windle was an exceptional man. Rarely 
has there come to light one who com- 
bined such a wide range of knowledge 
with such a clear understanding of the 
relation of the insurance contract to the 
incidents of commerce and industry that 
require its protection, and it has indeed 
been seldom that a man gifted as he was 
could so successfully impart to the 
juniors serving under him the funda- 
mentals of an adjuster’s education. Those 
of us who have had the opportunity of 
being tutored by him owe him a debt 
that we are always conscious of. 

“He brought to his work as an ad- 
juster a vast practical education in ac- 
counting, building, business and manu- 
facturing methods, and insurance law, an 
education which enabled him to hold a 
place in the world of men which we who 
were his pupils will always be proud 
to remember.” 





MAY BE LEGION OFFICER 


Insurance underwriters in Essex Coun- 
ty are working to elect William H. Tobin, 
Jr., insurance broker of Caldwell, N. J., 
as county commander of Essex County 
American Legion at the annual conven- 
tion today and tomorrow. Mr. Tobin 
served overseas with the U. S. Ambulance 
Service and is a former mayor of West 
Caldwell, where he resides. 


Hartford Fire 


(Continued from Page 1) 


showed how the directors, portrayed by 
some of the present officers, had met at 
supper on the evening of December 15, 
1835, to congratulate each other. As they 
made merry over the successful results 
of the year to date suddenly news was 
brought to them of a terrible fire in New 
York City which burned a tremendous 
amount of property below Canal Street. 
The scene last night revealed the de- 
termination of President Eliphalet Terry, 
a cousin of the first president, to make 
good the losses of the policyholders of 
the Hartford. The audience was remind- 
ed by pantomime how President Terry 
arranged with the Hartford Bank for 
money, pledging his private fortune to 
secure sufficient funds. With Secretary 
Bolles the president drove by sleigh to 
New York with the money to pay the 
Hartford’s losses in America’s first con- 
flagration. 

Concluding the pageant last night was 
the showing of the Hartford’s 125th 
birthday cake, with forty-eight pretty 
girls as its candles. With the assembly 
of the huge cast and the singing of the 
Star Spangled Banner by players and 
audience the splendid celebration ended. 
The pageant was held under the auspices 
of the Girls’ Club of the “Two Hart- 
fords” and sponsored by the Hartford 
Fire and the Hartford Accident & In- 
demnity. During the twelve years in 
which lawn fetes have been held by the 
Girls’ Club more than $10,000 has been 





Rate Reductions Made 
By Aero Underwriter; 


POLICY CONDITIONS BROADER 





Favorable Developments in Aviation le. 
dustry Makes Changes Possible, 
George L. Lloyd Announces 





Aero Insurance Underwriters of New 
York, successors to Barber & Baldwin 
Inc, and aviation underwriters {fo 
a number of leading American and Brit. 
ish companies, this week announced 
broader policy conditions and rate re. 
ductions, based on a favorable review of 
present conditions obtaining in the ayia. 
tion industry. Briefly the changes ar 
explained by Manager George L. Lloyd 
as follows: 

“1. Fire and windstorm rates on indys. 
trial aid risks will be reduced by $259, 
and basic public liability and_ property 
damage rates on these risks by $10 and §5 
per aircraft respectively. 

Liability Policies 

“2. Our liability policies will be broad- 
ened by naming approved pilots fy- 
ing the insured aircraft as additional in- 
sureds without extra premium. This 
extension will also be made _ withou 
charge for the benefit of the principals 
of business organizations when using any 
insured aircraft owned by the organiza- 
tion. In connection with schools, clubs, 
manufacturers of aircraft and repair and 
service risks, this so-called omnibus 
clause applies only to executives and ap- 
proved employes. 

“3. Night flying will be included with- 
out additional premium except where pas- 
senger liability and crash coverages are 
taken, when the usual loadings will apply. 
In future, all rates for passenger liability 
and crash will be quoted to include night 
flying but the loadings will be removed 
if the Insured warrants the aircraft will 
not be flown between one hour after sun- 
set and one hour before sunrise. 

“4. On metal aircraft fitted with an 
approved remote control carbon-dioxide 
extinguisher, a discount up to 10% will 
be allowed from the fire (ground only) 
rate and in the case of other aircraft 
the discount will be up to 5%. 

“5. Limited taxiing will be covered 
under land damage for a small additional 
premium. 

“The rate concessions will apply on all 
new and renewal business. With regard 
to existing policies, the broader condi- 
tions indicated will be regarded by us 
as being in force from this date but if 
you would prefer to have any outstand- 
ing policies endorsed giving effect to 
these changes, please advise us.” 





raised for the benefit of underprivileged 
children. The show was staged by the 
John B. Rogers Producing Co. of Fos- 
toria, O. The actors, all employes of 
the “Two Hartfords,” properly costumed, 
portrayed the characters while descrip- 
tions of the scenes and dialogue was 
provided by narrators whose voices were 
carried to the audience by amplifiers. 
Miss Lillian E. Tracy, who has for years 
been active in the affairs of the Girls’ 
Club, was chairman of the committee in 
charge of the pageant. ; 

There were nine acts, or epochs, in 
this historical performance covering out- 
standing events and personalities in the 
history of Hartford and Connecticut 
from early days down to the present. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








One of the highlights at the recent 
New York State local agents’ convention 
was the presence of Watertown’s very 
own young old man, Omar Hine. At 
96 he is carrying on as president of the 
Watertown local board. We all feel that 
he will appear in these meetings for years 
to come. 

* * * 


Agents Must Read Bible 

Many of us were astounded at the 
wealth of biblical knowledge among the 
delegates of this very successful meet- 
ing. Biblical quotations were literally fly- 
ing around. There seemed almost to be 
a revival of biblical lore in all speeches, 
so that an officer of my good company, 
the bible, said it 


who is an expert on 
seemed as if we had come to hear ser- 
mons. 
s* 2. 9 
Sarah Denies Telegram 
When “Judge” Lovett retired last fall 


and a dinner in his honor was given at 
Albany, some of his waggish friends vis- 
ited Plattsburg, N. Y., shortly there- 
after where “Sarah of Plattsburg” looks 
after the well-being of the insurance men 
at the Hotel Withergill. Sarah told me 
that two of Judge Lovett’s friends com- 
posed a telegram, presumably signed by 
her, and sent it to the Judge. It read 
as follows: “It may mean nothing to you, 
but it means a lot to me that you are 
leaving the field.” I am publishing this 
at Sarah’s request to absolve her from 
the responsibility. 
* a * 

Brotherly Love 
I heard or read a strange story about 
an Italian fire recently. Two brothers 
inherited from another brother a piece 
of real estate, three-fourths of the in- 
come of property to go to one brother 
and one fourth to the other. Along with 
the property they inherited the son of 
their deceased brother, of whom they 
grew very fond, and were jealous of each 
other as to their affections for the boy. 
The brother that had only a quarter in- 
terest in the property is said to have set 
fire to the building because he could not 
do as much for the boy as his brother 

who had the larger interest. 

+ * ~ 


Says L. E. Falls to Larry Daw 
When I met Laurence E. Falls, vice- 
president of the American of Newark, 
N. J., at Saranac Inn at a summer meet- 
ing years ago, Larry Daw told him in 
my presence he was moving his house- 
hold goods. Whereupon Mr. Fails imme- 
diately demonstrated his classical educa- 
tion by saying to Mr. Daw, “You are 
therefore moving — lares and pen- 
ates,” pronouncing “lares” like “larries.” 
The point involved in this classical pun 
is that the ancient Romans had house- 
hold gods who were called “lares and 
penates,” of which they had small fig- 
ures in their households, and which al- 
ways accompanied them when they 
moved, whether near or far. Mr. Daw’s 
son is named Larry also, so that is where 
the moving of the “lares (larries) comes 
in. A very clever adaptation. 

: = 2 
Refueling Old Engines 

Along the route of the old Rome, 
Watertown and Ogdensburg railroad, 
from Syracuse to Watertown, now the 
St. Lawrence division of the New York 
Central, people still point out various 
wood lots along the right of way which 
ears ago were the refueling sources for 


the old wood burners. When short of 
wood, the train would stop and the fire- 
man get out and gather wood, or if none 
had been chopped, would chop down a 
tree or two himself while the train wait- 
ed. Times were more leisurely then, but 
people probably enjoyed life as much and 
more than now. Who knows? 
& * * 

Closer Friendship Bred in the Old Days 

Another old friend on the road years 
ego has passed on. We knew him as 
Bob Williams, special agent of the L. & 
L. & G. in western New York, later vice- 
president of the Travelers Fire. I met 
him at the old Powers at Rochester when 
he was ill in bed with an attack of ap- 
pendicitis. He had just come to Roch- 
ester from Kentucky. I had my room 
changed to be near him and dispel some 
of his loneliness. He often spoke of that 
in later years, making much of it. It was 
the least I could do for a stranger in 
the field and was what we all did for one 
another in the old days. I remember 
when Bill Roach came to me in my room 
at the same hotel when I was lying there 
sick from ptomaine poisoning as did 
many others, like good old Joe Donaid 
and Ralph Potter. We were linked a 
creat deal closer in those days and many 
splendid friendships grew out of these 
relations. The young men nowadays miss 
a lot of this. We had to rely on one 
another entirely for information and co- 
operation, as there were no bureaus or 
card index systems, nor rating bureaus, 
nor adjusting bureaus. We also had to 
rely on one another for conversation and 
sociability and for help and comfort in 


times of stress and illness. But these 
conditions bred friendships and fine men. 
* * + 


Traveling Shoe Parlor 

At Utica, N. Y., I saw a “traveling 
shoe-shiner” who drove around town in 
a specially built bus with tools and seat, 
stopping «t various places by appoint- 
ment or on call or otherwise creating a 
demand for his services. A clever idea 
and probably not new, but new in this 
part of the state. 

* + * 

Those Hair Savers, the Barbers 

Forty years ago and for years after, 
the barbers used to tell me that my hair 
was falling out and that I needed their 
tonic. I had a large growth of thick 
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blackish hair and did lose a lot of 
hair. But at 66, I still have my hair 
and am not bald, despite their prophesies. 
The other day a barber told me that my 
hair was falling out, and wouldn’t I want 
his tonic. “Well, let it fall out,” was 
my reply, “it lasted so long, although 
you fellows have predicted I would be 
bald at forty, and most of those men 
are dead now, anyway.” No further re- 
action from him. 
* * * 


Stock Brokers Defined 


I saw this definition of a stock broker 
in George Thrall’s insurance office at 
Oswego, N. Y.: “A stock broker is a 
man who knows a great deal about very 
little and who keeps on knowing more 
and more about less and less until finally 
he knows practically everything about 


nothing.” This is not new, the same 
being said about experts thirty years 
ago. But it is good nevertheless. Nor- 
man de Bock of Buffalo told me the 
same thing about “expert” witnesses in 
law suits way back in 1912. 


THOMAS N. TAYLOR DEAD 
Thomas M. fifty years 
prominent in insurance in Baltimore, 
Md., died there last Thursday night at 
the age of 76 vears. Born in Pennsylvania 
he went to Baltimore in 1882 and en- 
tered the employ of Walker & Taylor 
and later became a member of the firm. 
At one time he was also a member of 
Taylor, Garland & Co. Mr. Garland was 
the father of Robert Garland, dramatic 
critic of the New York World-Telegram. 
Mr. Taylor was for years an official of 
the Society of Friends and took an active 
interest in philanthropic projects. He is 

survived by his widow and two sons. 


Taylor, for 
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“Own Voice” Accuses Man 


of Arson in New Jersey 


John Quartuccio, 67-year old resident 
of Cranford, N. J., last week heard his 
own voice accuse him of burning more 
than a dozen structures in northern New 
Jersey. Arrested and accused of being a 
member of an arson ring broken up some 
time ago by a series of convictions Quar- 
tuccio heard a voice recorder play back 
to him a conversation carried on between 
himself and an agent for the arson bu- 
reau of the National Board of Fire Un- 
derwriters who posed as an owner who 
wished his house destroyed in order to 
collect insurance money. Police, hidden 
close to the room where the National 
Board agent and Quartuccio made their 
plans heard all the conversations. The 
arson bureau has made successful use of 
the voice-recording machine on several 
occasions, gathering evidence which has 
led to confessions and convictions. 





LEWIS LAING IS DEAD 


Lewis Laing of Montreal, retired man- 
ager for Canada of the Liverpool & Lon- 
don & Globe group, died of a heart at- 
tack on Tuesday of last week on the 
steamer St. Lawrence while going from 
Montreal to Murray Bay to attend the 
annual meeting of the Canadian Fire Un- 
derwriters’ Association. He was a past- 
president of that association. The ves- 
sel returned to Montreal and the bodv 
was removed to a local undertaker’s e* 
tablishment. Mr. Laing is survived bv 
his widow, a daughter and a sister. He 
was 63 years old and a native of Eng- 
land. He joined the Liverpool at the 
age of 14 and remained with the companv 
until the close of last year. In 1923 he 
was appointed Canadian manager. 





NORTHWESTERN DIVIDEND 
The Northwestern National (Fire) of 
Milwaukee has declared the regular 
quarterly dividend of 5% or $1.25 a share 
payable June 29 to stockholders of ret- 
ord June 17. 
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REE hundred years ago the first English 

colonists settled on the banks of the Connecti- 

cut River. This historic event is now being com- 
memorated throughout the state. 

Governor Cross has extended to all a general 
invitation to visit Connecticut this summer and 
fall. Descendants of old Connecticut families and 
others whose associations are linked in any way 
with its history or industries are particularly urged 


From the original 
engraving on the 
first policy issued 
by the AZtna 
August 17, 1819 


WMbMUME talanly 


to come. Hartford, being the home of forty-four 
insurance companies, is preparing to welcome 
thousands of insurance men. 

The A2tna Insurance Company, both a pioneer 
and a leader in making the capital of Connecticut 
also an insurance and financial capital, extends a 
special invitation to the insurance fraternity to 
visit its home office, No. 670 Main Street, Hart- 
ford, during the Tercentenary Celebration. 


In the directors’ room we have sel up an exhilit of vare old documents and relics from our 
archives daling back lo 1819 and having lo do with the early annals of fire insurance in 
America. The exhitut will be open to the public from June 1, to Celober 10, 
every lusiness day from 9 A.M. to4 PM 


THE AATNA FIRE GROUP ~- HARTFORD, CONN. 


AETNA INSURANCE COMPANY - THE WORLD FIRE & MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY - PIEDMONT FIRE INSURANCE CO. 


NEW YORK CHICAGO 








SAN FRANCISCO CHARLOTTE, N.C. 
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Fowler & Kavanagh To 
Open Marine Department 


B. G. LABOYTEAUX IN CHARGE 





Resigns as Inland Marine Manager of 
Lockwood Agency to Take Over 
New Position on July 1 
Fowler & Kavanagh, Inc., 75 Maiden 
Lane, will establish an inland marine de- 
partment for the St. Paul Fire & Marine 
as of July 1, with Brooks G. La Boy- 
teaux in charge. Having long been east- 
ern department managers of the St. Paul 
for fire and automobile lines, the open- 
ing of an inland marine department is a 
logical addition to the Fowler & 
Kavanagh office and one that will not dis- 
turb the existing inland marine general 
agency representation of the same com- 

pany by A. F. Shaw & Co., Inc. 

Mr. La Boyteaux, who has resigned his 
position as inland marine manager for 
the Lockwood Agency, Inc., to undertake 
his new duties, gained his marine experi- 
ence with the old firm of La Boyteaux 
& Co. He served there as a boy and re- 
turned to its staff in 1927 following his 
graduation from the University of Penn- 
sylvania. He comes from a famous insur- 
ance family, being a nephew of W. H. 
La Boyteaux, president of Johnson & 
Higgins, and of the late G. B. La Boy- 
teaux, under whom he received his insur- 
ance training. 

Besides the St. Paul, Fowler & 
Kavanagh, Inc. are agents for the Eagle 
Fire of N. Y., the Century, Milwaukee 
Mechanics and the Travelers. 


BROOKLYN AGENTS GO FISHING 








Association’s Annual Affair Provides a 
Pleasant Outing But Few Fish 
From Ocean Waters 
With rods and reels shined and oiled 
and a good supply of bait, a party of 
confident fishermen—all members of the 
Brooklyn Fire Agents’ Association— 
sailed from Bayshore, L. I., Tuesday 
morning determined that this year the 
association’s annual expedition to the 
waters of Fire Island would experience 
no depression in the quantity of fish 
landed. More fish were caught than last 
year, but not many! The catch tallied 
eighteen fluke. Nevertheless, the fisher- 
men enjoyed themselves so much that 
all favor the association making it a 

semi-annual instead of annual affair. 
John F. Short took both the prize for 
the first fish caught and the largest one. 
He landed two fish. Gus Drews, who 
landed four, received the prize for the 
most caught. Others who did not re- 
turn home fishless were Sam. A. Lemma, 


John A. Meyer, Nich. Leith, Gus B. 
Sohl, William F. Ittner, C. Stewart Cav- 
anagh, Wm. F. Stanz and Emanual 
Bochner. 


ELLIS MADE ASS’T SECRETARY 

Harry G. Ellis, Jr., has been elected 
assistant secretary of the Fire Broker- 
age Co., insurance affiliate of the Bond 
& Mortgage Guarantee Corp., located at 
26 Court Street, Brooklyn, and 176 
Broadway, New York. This action was 
taken at the meeting of the board June 
18. Mr. Ellis has been a member of the 
staff of the Fire Brokerage Co. for the 
past twenty-four years. 





vents 
News 


Davis, Dorland & Co. 
Passes 35th Birthday 


OUTING TO BE HELD TOMORROW 

















Julian Lucas, President, and J. O. Dor- 
land, Vice-President, Are Two of 
the Original Partners 





The well-known New York insurance 
brokerage office of Davis, Dorland & Co., 
is celebrating its thirty-fifth anniversary 
this year. In commemorating the occa- 
sion, the staff has arranged a large out- 
ing at Parkwood Lakes, Babylon, L. I, 
tomorrow, and other events are being 
planned for later in the year. 

Davis, Dorland & Co. was organized 
and began business on January 1, 1900, 
as a partnership, with offices at 150 
William Street. The original partners 
were Julian Lucas, Julius Jacoby, Joseph 
O. Dorland and J. Lawrence Davis. In 
1905, the office was moved to 135 William 
Street, which at that time was the ex- 
treme upper end of the insurance dis- 
trict. The firm was incorporated on No- 
vember 30, 1906. In 1923, the office was 
moved to its present location at 150 Nas- 
sau Street. 

Present officers of this brokerage firm 
are Julian Lucas, president; Joseph O. 
Dorland, C. B. White, Sidney L. Asche, 
C. A. Van Dorne, and C. R. Perkins, 
vice-presidents; Raymond P. Dorland, 
treasurer; and Ralph L. Lucas, secretary. 
Several of them have taken an active 
part in insurance brokerage movements. 
Raymond P. Dorland has been a director 
of the Insurance Brokers’ Association of 
New York, Inc., since 1927 and was pres- 
ident of the association in 1929. A. C. 
Hegeman, who was a vice-president of 
the firm for many years, also served as 
president of the association, during the 
years of 1913 and 1914. 

Julian Lucas, president of the organi- 


Brokers Protest to Beha On 


Cut in Comp. Commissions 


The brokers’ associations of Greater 
New York are “up in arms” over the re- 
cent reduction in their commission on 
workmen’s compensation business from 
10% to 8%, and at meetings this week, 
criticism was directed toward James A. 
Beha, chairman of the Conference on 
Acquisition & Field Supervision Cost for 
Casualty Insurance. The kick is that 
Mr. Beha broke faith with the insurance 
brokers in not giving them more time 
last week to consider the reduction be- 
fore announcing the new scale last 
Thursday. 

A letter sent to Mr. Beha this Mon- 
day by President H. Lester Heistad of 
the Brooklyn Insurance Brokers’ Asso- 
ciation, (copy sent to Superintendent 
Pink) is expressive of the brokers’ dis- 
satisfaction. President Heistad, sug- 
gesting that further consideration be 
given to the reduction, says only twenty- 
four hours’ notice was given to the 
brokers of the meeting held in Mr. 
Beha’s office, June 18. “As a result of 
that meeting and to give us time to go 


(Continued on Page 36) 





GELABERT WITH L. I. C. AGENCY 





Becomes Manager of Insurance Dep’t of 
Wm. A. Schulz & Co., Inc.; Was 
Formerly F. & C. Special Agent 
Clarence D. Gelabert, known to many 
along William Street and for the past 
twelve years with the Fidelity & Casu- 
alty—serving as its special agent on Long 
Island—is now manager of the insur- 
ance department of William A. Schulz 
& Co., Inc., 44-01 Queens Blvd., Sunny- 

side, Long Island City. 

Prior to his connection with the Fi- 
delity & Casualty Mr. Gelabert was with 
the New York City insurance brokerage 
office of Ashley Lee Biedler, Inc. 





zation, was recently elected president of 
the National Association of Insurance 
Brokers and is widely known as a lec- 
turer on the standard fire insurance pol- 
icy. 

The office numbers among its clients 
some of the most important business 
concerns of the city, has an organiza- 
tion of about eighty people and conducts 
a loss department that for years has 
been outstanding in its efficient handling 
of claims. The committee arranging the 
staff outing includes Ralph Stuart, J. H. 
Bott, Daniel Rosenfeld, Samuel Weber, 
Jr., Ralph L. Lucas and Miss Ida John- 
son. 





Pass Brokers’ and Agents’ ‘Tests 


Forty-nine or 39% of the 126 candi- 
dates for insurance brokers’ licenses who 
took the qualification examinations of the 
New York Insurance Department in New 
York City on June 13 succeeded in pass- 
ing the requirements. The names of those 
who passed follow: 

George R. Ahrens, 209-59 Bardwell Avenue, 
Bellaire, N. Y. 

Henry J. Asendorf, 78-41 65th Street, Glendale, 
| eh 

Peter Bartkiw, 66-68 East 4th Street, c/o 
Manhattan Lyceum, New York City. 

Lester E. Beardslee, Jr., 135 William Street, 
New York City. : 

Philip J. Benanti, 283 President Street, Brook- 
lyn, N. ¥ 
lyn, N. Y. 

Jacob M. Chizner, 26 Court Street, Brooklyn. 

NY 


n, N. A 
Abraham Brecher, 1473 Sterling Place, Brook- 


Donald L. Cleveland, 10 West 46th Street, 
c/o Louis Carreau, Inc., New York City. 

Lewis J. Coughlan, Highland Avenue, Crag- 
mere Park, Mahwah, N. J. 

Daniel C. Davis, 285 Madison Avenue, New 
York City. 

Elizabeth P. Demarest, 1527 Franklin Ave- 
nue, c/o Insular Underwriters’ Corp., Mineola, 
a 2 

Nicholas De Maria, 168th Street, 
New York City. 

Frank De Marco, 50 Court Street, c/o Charles 
J. Ryan, Esq., Brooklyn, N. Y. 

Harold O. Douglass, 65 Broadway, c/o Jenks, 
Gwynne Co., New York City. 

Edward A. Edwards, 63-21 Roosevelt Avenue, 


783 East 


Woodside, N. Y. 

Amerigo J. Ferrari, 79th Street and Riverside 
Drive, c/o Park Dep’t of City of N. Y., New 
York City. 

Donald J. Ferris, 9 Lafayette Street, White 
Plains, N. Y. 

Edwin F. Flindell, Jr., Union Building, 9 
Clinton Street, Newark, N. J. 
en” Gelman, 81 East 7th Street, New York 

ity. 

Milton Hess, 116 John Street, c/o Charles 
Liebowitz Co., New York, N. Y. 

Adolph M. Ikle, 167 West 12th Street, New 
York City. 

H. Alston Jeffers, Room 1414, 99 John Street, 
New York City. 
ee Korn, 457 Central Avenue, Cedarhurst, 


Allan M. Krieger, 1001 Bedford Avenue, c/o 
Stoller & Wolf, Brooklyn, N. Y. 

Sylvester Y. L’Hommedieu, Jr., 120 Broadway, 
c/o Edward B. Rice & Co., New York City. 

Albert A, Lindgren, 88-16 206th Street, Hollis, 


a 

Ralph C. Madden. 350 5th Avenue, c/o Trav- 
elers, New York City. 

Julian I. Marks, vice-president, c/o H. C. 
Hauth Co., Inc., New York City. 

Herbert A. Marshall, 165 East Broadway. 
Long Beach, N. Y. 

Robert J. Metz, 130 West 42nd Street, New 
York City. “ 

Frederick H. Muller, 
Moriches, N. Y. 

Cornelius I. Mulligan, 1474 Shakespeare Ave- 
nue, New York City. 
“oe J. Newman, 2214 62nd Street, Brooklyn, 


— 


Main Street, Center 


(Continued on Page 29) 
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KRASNER GETS HOME INp. 





Agent in Brooklyn for All Casualt 
Lines; Also Represents Another , 
Member of Home Group 

Louis I). Krasner, Inc., 147 Montagye 
Street, Brooklyn, has been appointed 
borough agent for the Home Indemnity 
of New York. This representation will 
provide the agency with facilities fo, 
writing casualty lines, thus extending jt, 
range of covers to include all forms of 
insurance. 

The indemnity company is the secon 
member of the Home of New York group 
to enter the Krasner office, the Ney 
Brunswick Fire being among the several 
fire companies represented. An _ jp. 
land marine department was established 
by the agency a week ago, when the 
Western Assurance, also one of the fire 
companies represented, made an add. 
tional appointment to include “all risk” 
lines. 





J Mainly Personal _ 





Carl J. Stephan, manager of the cas- 
ualty and surety division of the Loyalty 
Group in the New York metropolitan dis- 
trict, was admitted to the bar of the 
State of New York on Wednesday. He 
was graduated from Brooklyn Law 
School of St. Lawrence University in 
1928 and in February of this year re- 
ceived the degree of Master of Laws on 
completion of post graduate work at St. 
John’s University School of Law. 

x * * 

H. Edward Sayre. of Newhouse & 
& Sayre, Inc., 116 John Street, is re- 
ceiving congratulations. Census takers 
may now record George Edward Sayre, 
The young fellow arrived last week. 

* * &* 

Alfred J. Ungerland, partner in the 
firm of Hall & Henshaw, left by plane 
last week for Denver, accompanied by 
Mrs. Ungerland. They planned to con- 
tinue on to the Pacific Coast by train, 
and to be away about six weeks. 

2 = «@ 


Peter Gistaro, of the staff of Albert 
B. Liell, Inc., 154 Montague Street, be- 
came a proud father last week. It’s a 
boy. 

* * * 

Miss Shirley Edelstein, of the staff of 
Rourke & Rourke, Inc., 144 Montague 
Street, Brooklyn, returned Monday from 
a three weeks’ automobile trip to the 
Pacific Coast. Away twenty-three days 
she and three other young ladies—with 
only one driver among the four—tray- 
eled approximately 7,000 miles. They 
spent three days around Los Angeles, 
two at the Grand Canyon and a day 
apiece at three other places. Their great- 
est adventure was in Nebraska, where 
they experienced the floods. 

* * * 

J. Whitney Richardson, manager ol 
the Brooklyn office of the Royal, sailed 
Tuesday on the Exochorda for Mediter- 
ranean ports, accompanied by Mrs. Rich- 


ardson. They will be away about a 
month. ; : 
With the possible exception of Fred 5. 


Pendleton, Mr. Richardson _ probably 
holds the record among Brooklyn fire 
underwriters for globe trotting. There 
are a few parts of Europe and North 
and South America he has not visited at 
least once during the course of his an- 
nual jaunts. 
* * 

Fred W. Richter, George W. Graham 
and John H. Ray of the local offices 
of the Hartford Fire left yesterday for 
Hartford to attend the 125th anniversary 
celebration of the company. 

* * * 

David S. McFalls, vice-president of R. 
B. McFalls & Son, Inc., 12 Gold Street, 
was responsible for thirty-odd habitants 
of William Street journeying to Sparkill, 
N. Y., last Friday evening. The attrac 
tion was Mr. McFalls’ elevation to the 
degree of Master Mason. 
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agency name and address on the mailing 


. Don’t Turn Your Back On Personal Third, while you are waiting for the 


Ca 4 
Sualty folders to arrive, study personal effects 


— Effects Risks, Agents Are Advised insurance in “Insurance Coverages.” Talk 


M it over with your field man. Know the 
Nontague policy. Work out a sales talk that is so 


INSPECT SQUIBBS PLANT 
Approximately thirty members of the 
Fire Insurance Examiners’ Association 
participated in an inspection of the E. 
R. Squibbs & Sons’ plant in Brooklyn 
last week. The association has expressed 
its appreciation to C. W. Bailey of Marsh 


1 Pointed _ and Old Colony Companies Point Out What Can Be clear and complete that an eight-year- & McLennan and to the officers of the 
ccumity Bos ul old youngster could understand it. Be FE. R. Squibbs & Sons for making the 
‘lithe will Done Now to Increase Premium Volume on prepared to answer questions. Inciden- inspection possible. 

ites for tally, sell yourself a personal effects pol- — 





These Policies 


ies of the personal effects folder, “Pro- 
tection Going and Coming.” These we 
will send to you imprinted with your 


ending its 
forms of 


HEADS BEAUMONT EXCHANGE 
Lloyd W. Frost was re-elected presi- 
dent of the Beaumont (Texas) Insurance 
Exchange at the recent annual meeting. 


icy—either the Boston or the Old Col- 
ony wil! be glad to have it! 
Fourth, prepare a letter to be mailed 
(Continued on Page 32) 


Personal effects insurance is a year- 
he second sound coverage but can be sold with more 
ork group ase at this time of the year, just be- 
the New fore vacations, than in some other 





he Several ff months. The Boston and Old Colony as aint © a ee ee ee ae eo” 
se EE nn, “cis galntnre'ta the Conrant THE ONE HUNDRED anv TWENTY-FIFTH ANNIVERSARY YEAR 


yorth-while sales pointers in the current 
when the sue of The Accelerator, house organ 
f the fire of the group. They follow in part here- 
an addi. with: 

“all risk” : . : : 

‘ Sales of inland marine lines have snap- 


ped up 114% this past year. That was 
al | 


Se ee ee a ee ee ee ee ee. 





more than the increase, for the country, 
in straight fire insurance. Business con- 
jitions, no doubt, had something to do 
with this gain, but the real reason for it 
was the realization by local agents of 





the cas. i the opportunity inland marine lines offer 
¢ Loyalty f io stiffen premium income, and the deter- 
dlitan dis- mination to put some on their books. 
ir of the [pid your inland marine premiums show 
day. He fan 114% gain? 

lyn Law Perhaps you have tried to sell this cov- 
jeraty & erage, but, having met with disappoint- 
year te- Bs results, you have crossed it off your 
Laws on ist. If that is the case, we urge you to 
rk at St try this plan. It is a test plan. Are 
ei you game enough to give it a fair trial? 
house & Pick Out 25 Good Prospects 

‘t, is re- Go over your books and pick out twen- 
1s_ takers ty-five customers—good customers—that 
rd Sayre, § you feel need and could buy personal ef- 


JONATHAN GEORGE WASHINGTON TRUMBULL 





week, fects insurance. This shouldn’t be much 
trouble. But be sure to pick out the 
best prospects—people who travel, who 


So oil take motor trips, who send valuable First “Hartford” Local Agent 

anied by clothing and other possessions to the 

1 to con- § aundries and cleaners, etc.—customers 

at [Beever | 4 PROMISE THAT HAS BEEN KEPT 
5. ’ B but do not now carry personal effects in- 

si surance. And be sure to pick out re- 

§ Alb sponsible people. Not everyone oe ae 

ert B this insurance. The cover provided by : 
reet, be Mit is so broad that the sn seen cali &N 1810, one hundred and twenty-five years one hundred and twenty-five years, the Hartford’s or- 


It’s a Bf be exercised to make sure that it is issued ganization contains more than 17,000 agents located 
only to people of the highest type. You 


know these customers of yours. They 


= ago this month, the Hartford Fire Insurance 
in all communities of any size in every State of the 





Company was organized under a perpetual 


staff of B have confidence in you. You can prove ‘ , = ‘ : . : 
lon MG them that personal effects insurance charter to sell INDEMNITY—i. €., promise to pay legiti- Union and in Canada. These agents believe in the 
ay oe is a aco Paap seo year-round mate claims for loss or damage to property caused by fire. soundness of Hartford protection and now sell Hartford 
cover and that they should have it. ‘ t ; : 
ree be Your paramount reason for undertak- Something more than money was required for insurance covering any property loss, however caused, 
es—wit ing this campaign is to make money. : —_ a 
ir—tray Ti ecendenaest santin ar wenine: veut such an undertaking. Character, courage, and honesty against which insurance may be lawfully effected. 
‘Angele, mike this test is to prove to you that of purpose were essential to make such an endeavor The Hartford’s great business could never have 
ngeres; Fyou can make money with personal ef- ‘ : 3 
1a day Bi fects insurance. successful. Insurance at that time was an almost un- been built up without a record of performance back of 
Ir great- There is, of course, another reason, too. otal ; I build h eel iL Th h fi 
} whet BBs covering your good customers with tied experiment. It was necessary to build up a repu- the promises its agents sell. Through five wars, seven 
personal effects insurance you protect tation for reliability and business probity in order to panics, and every conflagration this country has known, 
_ Bithem from uninsured losses, and dis- 7 Tei 
ager of Bi charge a real responsibility you have to and hold public favor. the Hartford has paid and paid in cash. 
P 


il, sailed J them. If you don’t cover your custom- 


Mediter- ff ers with this insurance, some other agent In December, 1810, JONATHAN G. W. TRUMBULL Its 125th anniversary finds the Hartford firmly be- 
s. Rich- Wi , ’ ; ° . ’ . : : . 
pee ' \~ lags you can't afford to let this of Norwich, Conn., a grandson of Connecticut’s Re- hind its contracts, as it has constantly been since 1810— 
The great increase in travel—by steam- volutionary War Governor, became the first Hartford witness the conflagrations at NEW YORK in 1835, at ST. 
, , : - ty , § 
Fred 5. §f ship, train, automobile—and in the clean- : ‘ . ; 
probably ff ing and refinishing of clothing and other agent and the first local agent of any insurance company LOUIS in 1848, at CHICAGO in 1871, at BOSTON in 1872, at 
lyn fire ff possessions outside the home has. lifted : c : . ' : . 
The Ml fertonal effects insurance to new impor- in the State of Connecticut. A man of in pe aM aii | BALTIMORE in 1904, at SANFRANCISCO in 1906 
d - re a br make vined test - it, mg std tegrity himself, he had faith in the Hartford’s  §} - If you want Hartford nation-wide insurance, or if you 
1sitec € procedure outlined in the next few 2 ps NY : d in the Hartford and while away from home 
is iy romise. H w Ww 1 x 4 are insured in the Hartford an é ay _ 
i eee P was willing to offer the aged suffer a loss, call any Western Union office in the United 


Graham 


Learn Vacation Plans 


You have vour twenty-five prospects. 





tion of Hartford policies, countersigned by 
himself, to his friends and neighbors. Agent 





States, or the Canadian National Telegraphs, in Canada, 
and you will be given the name of the nearest Hartford 
Agent. If a broker handles your insurance, ask bim to 


s § First, study th Know wh hey go 
| offices tudy them. ere they g v : c 
-lay for § motor trips, find out if they are plan- Trumbull made no mistake. Today, after : procure for you a Hartford policy 
iversaty § "2g more extensive travel, find out a tie 
where they are going for their summer — 
vacation. Study their needs for personal 
cR effects insurance while they stay at home. 
at © t But this knowledge, though the foun- 
sbiteal dation, is not enough. Personal effects 
insur: > 
Sparkill does — yee poggtieny if ms _ teem THE HARTFORD FIRE INSURANCE COMPANY « AND THE HARTFORD ACCIDENT and INDEMNITY CO. 
peg about the coverage—and very few people HARTFORD, CONNECTICUT 


© know about it. 
econd, send to us for twenty-five cop- 
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Boney Tells Agents 
of Commissioners’ Work 
BACKS QUALIFICATION LAWS 


Says Agents Have Also Been Benefited 
by Marine Definition and Rule on 
Delinquent Balances 


While describing the functions of the 
National Convention of Insurance Com- 
missioners in an address before the mem- 
bers of the Virginia Association of In- 
surance Agents at their convention at 
Virginia Beach last Friday, Insurance 
Commissioner Dan C. Boney of North 
Carolina predicted that state insurance 
supervision will continue to gain in uni- 
formity, efficiency and prestige as time 
goes on. He believes that through the 
medium of the Commissioners’ Conven- 
tion regulation insurance in the states is 
being brought slowly but steadily toward 
a uniform basis. 

Finding few agents familiar with the 
activities of the Commissioners’ Conven- 
tion Mr. Boney outlined the work of 
several of the leading committees and 
drew particular attention to the framing 
of the uniform definition of inland ma- 
rine underwriting powers, qualification 
laws and agency balance rules. With 
reference to the inland marine uniform 
definition and the operations of the joint 
committee on interpretation and com- 
plaint he said: “As a result of the com- 
mittee’s work there has been a good 
many beneficial changes in some of the 
new, so-called, comprehensive forms of 
coverage and also a great deal of busi- 
ness has been returned to local agency 
channels that they had lost through the 
improper underwriting and classification 
of risks not legitimately subject to ma- 
rine cover.” 

Qualification Laws 

A strong advocate of agency qualifica- 
tion laws to keep the unqualified pro- 
ducer out of insurance Commissioner 
Boney said: 

“The National Convention has for sev- 
eral years given considerable attention to 
the ultimate adoption of uniform agency 
qualification and license laws. As yet we 
have been unable to develop this to the 
degree the business justifies. A great deal 
has been accomplished towards this end, 
and several states, including my own, 
now have in effect adequate agency qual- 
ification laws. The law requires new 
agents entering the insurance business to 
stand a written examination as to his 
technical qualifications and knowledge of 
the business before a license is issued or 
he is permitted to prey upon an unsus- 
pecting public. 

“A great many states have this law 
under advisement and will adopt this 
qualification measure as and when their 
state laws can be amended to accomplish 
this purpose. We adopted the law in 
North Carolina in 1931 at the beginning 
of the depression, and I am convinced 
from its operation that it is a good law 
and has served a most useful purpose in 
eliminating incompetent applicants and 
preventing Tom, Dick and Harry who 
was temporarily out of his regular em- 
ployment, from entering the insurance 
business, about which he had not the 
vaguest knowledge, by merely applying 
for license and paying a nominal fee. His 
appointment would have been a travesty 
upon the credulity of the public and a 
leech upon legitimate agents. 

“Such laws improve the type of newly 
created agents and thereby engender a 
better respect on the part of the public 
for the business. The same law will also 
eliminate from the field those who are in 
reality obtaining license merely to legal- 
ize a rebate of the commission on busi- 
ness he owns or controls, and thereby 
depriving the bona fide local agent of 
business that rightfully belongs to him 
If you do not already have this safe- 
guard in Virginia, I heartily recommend 
to you the adoption of such a law. 


Agency Balance Rule 


“Another ruling promulgated by_ the 
National Convention of Insurance Com- 
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Excepting, perhaps, a fat bundle of signed “‘contracts,” 
your most cheering experience in the downtown insur- 
ance district is a hearty drink and a heartening repast at 
CHILDS GOLDEN HILL. A club-like atmosphere 
. . » delicious, delightfully varied dishes . . . skillfully 
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missioners in 1933 had a direct bearin, 
upon the business of local fire and my 
alty insurance agents, and while at fry 
it was not received with a great deal 
enthusiasm by the local agent, | know . 
no ruling of the Convention that has vlog 
sequently received so much commend. 
tion as this rule: I speak of the ruling on 
agency balances, whereby the Commis. 
sioners of the several states UPON the 
recommendation of the National Conyen, 
tion required the companies to report all 
balances delinquent more than ninety 
days, such reports to be made quarterly 

“At the time this rule was under cop. 
sideration the companies were forced y 
circumstances to maintain the greates 
liquid position possible in order to Dro- 
vide against emergencies that could Not 
be anticipated during the years of the 
depression. The National Convention Was 
somewhat reluctant at first to adopt this 
rule for the reason that we realized tha 
in the end the money lost by the com. 
panies through unpaid agency balances 
was a very nominal sum, (approximately 
3/10 of 1%) and of no great importance 
to the business, but we had to consider 
the fact that while the balances were 
ultimately paid to the companies as ; 
rule they were sometimes slow in pay- 
ment which jeopardized the companies: 
cash position and might therefore cause 
trouble in a catastrophe or shrinkage jn 
portfolio valuations calling for immed. 
ate, unusual cash outlays. 

“Since the adoption of this rule agents 
have voluntarily and of their own initia. 
tive liquidated their balances within the 
ninety day period and practically all with 
whom I have come in contact have en- 
dorsed and praised the effect of the 
adoption of this requirement. Agency 
balances today are in much better con- 
dition than ever before in the history of 
the business, and the companies them- 
selves have lost less than 1/10 of 1% of 
their balances during the latter part of 
the depression.” 


Martin J. Pfeiffer With 


Pearl-American Fleet in Pa. 


Martin J. Pfeiffer has been appointed 
managing underwriter for the Pennsyl- 
vania department of the Pearl-American 
fleet, with headquarters in Philadelphia 
He has had a long experience and is well- 
known to local agents, particularly those 
of non-association companies. 

Starting his insurance career as a boy 
with the Continental at the home office 
in New York Mr. Pfeiffer five years later 
became an examiner at the home office of 
the Firemen’s of Newark. Subsequently 
he was appointed special agent of that 
company in western Pennsylvania and 
then for about two years was state agent 
of the Hampton Roads Fire & Marine in 
Pennsylvania. He next joined the Chicago 
Fire & Marine in a field capacity and 
remained with that company for five 
years until it was merged with the Lin- 
coln Fire. 








LONDON ASSURANCE OUTING 

More than 100 employes of the New 
York office of the London Assurance, 
Manhattan Fire & Marine and the Union 
Fire, Accident & General had their first 
official outing at the Nassau Shores 
Country Club at Amityville, L. I, o 
Tuesday last week. A buffet lunch was 
served and despite a distinctly chilly day 
and rain that started in the middle ol 
the afternoon, there was some swimming, 
baseball, quoits and golf. At dinner the 
United States manager, E. W. Nours¢, 
expressed his satisfaction of seeing the 
staff enjoy such an affair and hoped that 
it would be an annual event. The con 
mittee in charge was composed of Get- 
eral Agent Walter Meiss and Joseph 
Burns, B. H. Rabbitt, Peter Hucke and 
J. W. Mason. 


AMERICA FORE DIVIDENDS | 

Directors of the Continental and Fi¢ 
elity-Phenix of .the America Fore grou? 
last week declared semi-annual dividends 
of 60 cents a share for each of the com 
panies, the dividends payable July 10 
stockholders of record June 
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CREDIT MEN’S PROGRAM W O Wilson Talk combat adverse legislation in states other ness is slow getting in step with funda- 


than those in which their head offices mental changes in merchandising. Many 
are located? Mark my words! The very factors have been used in their defense, 
worst thing that these gentlemen can do _ such as too many bureaus or agents, too 
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reat deal of Credit Risks this can be done most conveniently in for their own future is to drive out of the many companies, and too little of com- 
tT know of - surance group session, held recent- lowering existing cost of insurance tO business the local agent. They may be petitive individual action. It scarcely mat- 
hat has sub. Aninsut ction with the ‘fosticth an- said corporations. To date there is noth- created over night, but I never saw any ters where the fault lies when we con- 
commenda. @ ly 1" — of the National Association ‘'"8.'™ the record which would definitely ¢9mmunity in which there did not reside, sider that a crisis is at hand and the 
he ruling op qual meeting. ye + ee ll tater indicate that big business supports or has at least, one agent who was capable of answer would seem to be to ascertain 
1¢ Commis. f of Credit 7 " mnss to yond ensuing inspired these outbursts. So far as we going places in an emergency. now and here whether or not there is 
S Upon the @ the following progré i now know, they are the utterances of Cooperation Needed to Meet sufficient brains, initiative, and coopera- 
nal Conyen. § year: furtherance of sound insurance salaried buyers. It certainly is not my Common Menace tive willingness within all the ranks of 
© report jg 1. The i encase iad enelik dale desire to impugn their motives, nor to “This viewpoint on the part of repre- stock fire insurance to meet same. As 
an ninety among wits of sal losses due *US*SC_™ any controversy relative to sentatives of big business would seem to producers, we cannot say to the com- 
quarterly, a 4 improper insurance in °“™* On the other hand, they have been be an adoption of the non-stock principle panies ‘This is vour problem and it is up 
under con. § to inadequate and imprope sura none too kind in their criticism of us.*** with the dangers of assessments removed. to you to solve same.’ 


© forced by gall branches. ation of educational insur- “I have been very much impressed with  [t is rather astonishing to find these cap- “Unquestionably, ways and means of 
he greates, 3. ngayon “e tein cm tee tees to the fact that most of these so called spe- tains of industry advocating a trend equalizing cost to these large purchasers 
der to pro. § ance data, = secede cialists style themselves as ‘insurance which, if carried to its natural conclu- must be found, but insurance cost must 
t could not § miliar sagem cs aoe of a credit men's buyers.’ Perhaps this is the clue to their sions, woud deprive invested capital of a be freed from the overhead occasioned 
‘ars of the 4. The = ishme A Sresrenvied aie approach to the insurance problems of right to earn a fair return. The menace by their insurance managership setup 
vention was § bureau of information on insurance { the corporations which they represent. exists, however, and it can, and must, be There must be redoubled effort on the 


) adopt this _ half of his work as sponsor of Should the insurance needs of a large met. Thoughtful men in company and part of the producer in instances where 
shez oO { as §S : . - = nie i a : 4 . . - - - , 
alized that In beha . corporation be interpreted only in terms agency ranks faced with this dilemma he is entrusted with such lines to see that 


y the com. @ this group, »  &. Campbell, of the 
y balances @ Chicago office of the Fidelity-Phenix, 
proximately § Was re-elected chairman. Mr. Campbell 
importance § will strive to obtain outstanding insur- 
to consider @ ance speakers on the program of the 


ot cost per policy? Does not the char- should find common cause. Bickerings they receive an even superior brand of 
acter of the company financially interest and petty differences should be laid aside service than that which the large buyer 
the purchaser? Are they not interested and in their place should come co-opera- apparently is today secking in the form 
in its approach to loss question? Can the tion and keen, alert concentration on the of the salaried buyer. It is not necessary 
insurance buyer negotiate independently necessary answer to these problems. for me to tell you that we hold within 
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‘ -eting of the Credit Men’s road Pisco cae se . . . 
ances were § next — whe Ro go sal des a as the many hurdles which arise in local “At intervals during the preceding cur: ranks the necessary machinery to 
anies as 4 National / sgt tt *" a ccaiie rin: communities where plants may be located years, we have heard the charge fre- bring about a satisfactory solution of this 
ow in pay. g ous meetings of the locé — following a loss? Can they successfully quently voiced that the insurance busi- very pressing matter.” 
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will profit by planning and execut- 
ing a sales campaign on the cover- 
age at once. The “Springfield 
Group” will be glad to assist you. 
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W. H. Bennett Replies To 
Agency System Critics 

OPPOSES DIRECT SOLICITATION 

National Ass’n Counesl Says Big Buyers 


Welcome Insurance Assistance of 


Qualified Producers 





Advocates of direct contact between in- 
surance companies and buyers of pro- 
tection and critics of the American Agen- 
cy System were answered by Walter H. 
Bennett, secretary-counsel of the Na- 
tional Association of Insurance Agents, 
when speaking last Saturday before the 
thirty-seventh annual convention of the 
Virginia Association at Virginia Beach. 
He refused to concede that the trend 
toward concentration of large buying in 
the hands of a comparatively few pro- 
fessional purchasers has eliminated from 
that sphere the necessity for an agent. 
Mr. Bennett then proceded to cite sev- 
cral instances of larger buyers of in- 
surance deriving considerable benefit 
from the services of agents despite the 
presence of their own “experts.” 

It was freely admitted by Mr. Bennett 
that not all local agents are competent 
and therefore there exists a need for 
better selection of producers through the 
voluntary action of companies or the 
workings of state qualification laws. Con- 
tinuing, he said: 

“Let me make my position clear with 
reference to the agents of the country. 
No reasoning person will for a moment 
contend seriously that there is within 
agency ranks, or within the membership 
of the National Association of Insurance 
Agents only men who are capable of 
handling responsible risks. That is man- 
ifestly impossible where so many arc 
concerned. Recognizing this, the Na- 
tional Association for twenty-five years 
has carried on a campaign through State 
associations to secure better licensing 
laws, to the end that only those quali- 
fied and proven so by examination should 
be permitted to assume the responsi- 
bility of providing protection for the in- 
suring public. Over the years, success 
has been ours at times and we are still 
striving, despite strenuous opposition 
from quarters in which it should least 
be expected. 

“Expert” Aided by Brokers and Agents 

“The so-called ‘expert’ buyer of insur- 
ance for a large corporation frequently 
feels that because of the study he makes 
of the various lines which his organiza- 
tion carries, he has acquired a knowl- 
edge of them which makes the services 
of an agent superfluous. There are many 
cases where men who are professional 
insurance purchasers do their work in- 
telligently and with discrimination but in 
a large number of instances results are 
achieved by a careful selection of a com- 
petent agent or broker rather than as the 
outcome of independent investigation by 
the professional buyer. 

“There is an abundant record to prove 
that fact. To illustrate: A buyer in the 
Middle West who spends approximately 
$25,000 a year for insurance on behalf 
of his employers was persuaded by an 
agent to leave two casualty companies 
which subsequently failed. In addition, 
the agent saved the buyer’s principals 
from being involved with another com- 
pany which later was taken over for 
rehabilitation Further, the agent im- 
proved various coverages of the organi- 
zation in numerous ways. All this not- 
withstanding the owner had employed an 
‘expert’ to manage his insurance affairs. 

“The president of a large corporation 
in the Southwest, spending annually 
more than $100,000 for insurance, can see 
no necessity for an ‘expert’ buyer or 
manager of his insurance affairs. He 
takes the position publicly that because 
‘the average layman knows very little of 
the intricacies of your business and a 
great percentage of insurance is placed 
through confidence and faith in the agen- 
cy, therefore a double responsibility is 
placed upon you. * * * The general and 
local agents of your business are recog- 
nized as being among the very leaders 
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of every community.’ He 
of the qualified agent, not 
its entirety. 

“This large insurance user is entire) 
satisfied with the quality of seryicg he 
is receiving from his agent, Becans, 
they are qualified and competent te e 
high degree to care for his insuran : 
needs, he is not looking for any ri 
kind of insurance advisor. 4 
Qualified Agents Command Confideng 

“We are proud to number among “ 
membership many whose ability, eee. 
rity, experience and standing are of th 
highest. They command the respect i 
confidence of large buyers of insurance 
company execvtives and their associates 
Of them we are proud. They are a cre 
to the National Association and an in. 
spiration to their fellow members, Our 
efforts must be continued with the ob. 
ject of bringing the standards of all 
agents as nearly as possible on ; : 
with these sig “ 

“Obviously the American Agency Sys. 
tem is subject to criticism when compa- 
nies appoint and secure a license for any 
curbstone vendor who can throw a fey 
dollars of premiums their way. This js 
but another argument for the urgent nee. 
essity of proper licensing laws. 

“The report of the administration oj 
the National Association at our conyep- 
tion in Miami the middle of March 
pointed out that a new type of direc 
contact is growing up in this country 
with insurance companies soliciting and 
effecting insurance through - salaried 
staffs. 

“A coupie of months ago the president 
of a large and powerful insurance con. 
pany organization addressed a conventio; 
of business managers, inviting large in- 
surance buyers to discuss their problems 
with company management, regarding 
specific and definite matters which were 
thought important enough to warrant the 
attention of the insurance companies 
Obviously such a discussion without the 
participation of the production forces of 
the country would result in bringing in- 
surance companies in direct contact with 
the buyers of insurance and _ thus cir- 
cumvent the agency system. 

Opposed to Direct Solicitation 

“We are strongly for any kind of a 
fact-finding exploration properly con- 
ducted. If such should reveal a proper 
cause for any adjustment in cover, rates 
or method of operation, there is not goo’ 
reason why anyone should not subscribe 
to such a program. But to carry on any 
such negotiations without the participa- 
tion of those who produce the business, 
is calculated to destroy that element of 
public confidence which must be main- 
tained if the American Agency System 
is to endure. The National Association 
has declared itself to be in opposition 
to any practice of direct contact between 
companies and assureds in the production 
subdivision of the insurance _ business 
Care should be taken in inviting such 
contact unless the companies are ready 
to abandon the system that has made 
them what they are today. h 

“The related subject of wholesale in- 
surance, so-called, presents interesting 
angles from the viewpoint of the buyer, 
the company and the agent. In some 
quarters there is a demand for more 
flexible and comprehensive covers and 
simpler contracts with wholesale prices 
to those who buy in large quantities, 
with or without the services of agents 

“Stock insurance is built upon the the- 
ory that the company wants to sell, the 
buyer to buy, and the agent is the nec- 
essary intermediary. It is fundamentally 
distribution at retail. To make it other- 
wise would require a complete change ™ 
the set-up, with the accompanying dat- 
gers inherent in experimentation and the 
possibility that the transformation woul 
be regretted if it was ever accomplished 


Was Speakin, 
the system in 


J. ROGER PRYOR MARRIED 

J. Roger Pryor, vice-president of the 
Standard Fire of New Jersey and son 0 
President O. J. Pryor of the same com 
pany, and Miss Katie L. Madduck o 
Trenton were married on June 14. Mr 
Pryor is a graduate of Princeton Unr- 
versity and Harvard Law School. 
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Hartford Fire Gives Summary of New 
H.O.L.C. Plan With Stock Co.’s 


On July 19 the contract which the 
Hartford Fire has with the Home Own- 
ers’ Loan Corporation to furnish pro- 
tection on risks where the corporation 
is the owner or where the individual as- 
sured has failed to provide insurance ex- 
pires and this business will be taken over 
by the new Stock Company Association 
composed of more than 130 companies. 
The Hartford Agent, monthly publication 
of the Hartford Fire and Hartford A. & 
|, in its current issue publishes a short 
review of the H.O.L.C. plan and a gen- 
cral summary of the new arrangement 
jrom which the following extracts are 


taken : 

The H.O.L.C. has made a stringent 
rule that the borrower shall in no in- 
stance be interfered with in placing his 
insurance. He is allowed to select his 
agent and company without influence on 
the part of the H.O.L.C., the only re- 
quirement being that a sufficient amount 
of insurance in an admitted company 
shall be procured and the policies trans- 
mitted to the proper regional office of 
the H.O.L.C. Upon maturity of this in- 
surance, the borrower is notified that he 
is expected to furnish new policies and 
again he will not be interfered with in 
connection with the selection of a com- 
pany and agent. 


Hartford Commended for Its Handling 
of Business 

Only in cases where the borrower fails 
to furnish necessary insurance in support 
of his loan does the H.O.L.C. act for 
its own account. In such cases the in- 
surance has hitherto been furnished by 
the Hartford and our local agent at the 
point where the property is located has 
been recognized in all cases. As a mat- 
ter of fact, all of the Hartford dealings 
with the H.O.L.C. have been entirely in 
order and in accord with established 
practice as regards the relations between 
fair-minded companies and their agents 
and we are much gratified to state that 
m serving notice of cancelation the ex- 
ecutives of the H.O.L.C. have expressed 
complete satisfaction. with the manner 
in which the company has handled the 
contract and the service which has been 
given to the H.O.L.C. 

As in the past, every effort is to be 
made to have the individual borrower 
provide and pay for adequate protection 
in a company and through an agent of 
his choice and it will be only in cases 
where borrowers fail to do so that the 
H.O.L.C. will provide and pay for the 
insurance through one or the other of 
the two associations of companies now 
being formed. One association will be 
composed of stock companies and the 
other of mutuals. Any individual risk 
will be placed by the H.O.L.C. in the 
class of companies in which the major 
portion of the expiring insurance was 
written, 

It is tentatively planned to issue open 
policies in each state or territory of the 
United States under which policies or 
certificates will be issued by the asso- 
Ciation’s manager or agents. Such poli- 
Cies are to be endorsed to cover the 
Home Owners’ Loan Corporation‘s in- 
surable interest, subject to the terms of 
the Standard Policy for the state or ter- 
nitory in which the property is located. 
In cases where the mortgagor does not 
furnish insurance to protect the corpora- 
tion or where insurance expires on prop- 
erty owned by the H.O.L.C., the cor- 
Poration will apply to the association for 
the proper coverage and the association 
plans to complete the application by the 
issuance of a certificate. 

Limits of Insurance When Placed 

by the H.O.L.C. 

The H.O.L.C. has revised their insur- 
ance requirements effective as of May 
15 as follows. On mortgaged property 


When it becomes necessary for the cor- 


poration to place insurance, the follow- 
ing formula will apply: 

(1) If amount of loan is equal to or 
more than the replacement value of the 
improvements, an amount of insurance 
is required equal to the full insurabl 
value on each building. 

(2) If the amount of the loan is less 
than the replacement value of the im- 
provements, an amount of insurance 
equal to the amount of the loan is re- 
quired on the main dwelling, and ‘in addi- 
tion, an amount of insurance equal to 
50% of the replacement value on each 
outbuilding valued at $200 or more is 
required. 

For example: 

Under (1)—the loan is $5,000. 


Replacement Insurance 


Value Required 
Main dwelling...... $3,500 $3,500 
CE cick weec wee 250 250 
Outbuilding ....... 250 250 

$4,000 $4,000 


It is necessary that the outbuilding as 
well as the main dwelling should be fully 
insured. 

Under (2)—the loan is $5,000. 

Replacement Insurance 


Value Required 
Main dwelling...... $5,000 $5,000 
ee eT Cree oe 500 250 
Outbuilding ....... 500 250 

$6,000 $5,500 


It is necessary that $5,000 be carried 
on the dwelling and $250 on each out- 
building, making total insurance $5,500. 

On risks where the coinsurance clause 
applies, insurance will be placed to com- 
ply with the clause. 

On property belonging to the corpo- 
ration, insurance will be placed for an 
amount representing actual value. 

Insurance under the new agreement 
may be canceled by the corporation with- 
in forty-five (45) days without cost, pro- 
vided there has been or will be no claim. 
The companies have also agreed to cover 
the corporation’s insurable interest “if 
the same is ordered pursuant to the con- 
tract and that such insurance will in no 
case be canceled by the -company writ- 
ing the same while the contract is in 
force.” If the owner supplies adequate 
insurance within forty-five (45) days 
from the expiration of his previous pol- 
icy, then the corporation may cancel their 
policy or certificate without cost. If the 
owner does not provide insurance, the 
H.O.L.C. will pay for the insurance or- 
dered by it. 

Commissions 


When the corporation orders insurance 
it will furnish to the association the name 
of the company which had the expiring 
insurance and the agent who wrote it 
and in such cases the association agrees 
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Franklin W. Fort 





REINSURANCE TREATIES 


Eagle Fire Insurance Company (New Jersey) 
Baltic Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 


(Denmark) 


Thomas B. Donaldson 

















H.O.L.C. Insurance Office 
To Be Opened in Washington 


Colonel Joseph Button, executive sec- 
retary of the Stock Company Associa- 
tion handling insurance on H.O.L.C. 
risks where the property owner has 
tailed to provide proper coverage, says 
that headquarters of the insurance or- 
canization will be transferred from Hart- 
ford to Washington about July 1. The 
Stock Company Association is expected 
to receive about $1,000,000 in premiums 
in the first year of operation of the new 
plan. Branch offices of the association 
are to be established in New York, Bos- 
ton, Baltimore, Atlanta, Memphis, Dallas, 
Chicago, Cincinnati, Detroit, Omaha and 
San Francisco and a regional officer, ex- 
perienced in fire insurance, will be ap- 
pointed for each of these branches. 
Commission payments are to be sent to 
iocal agents every thirty days, beginning 
forty-five days after the association 
starts business. 


Haid on Adjustments Of 
Losses on H.O.L.C. Risks 


Paul L. Haid, president of the Insur- 
ance Executives’ Association and also of 
the Fire Companies’ Adjustment Bureau, 
as head of the latter organization recent- 
iy sent out a notice to member companies 
with reference to adjustments of losses 
on risks in which the Home Owners’ 
Loan Corporation has an interest. Dis- 
cussing this matter, Mr. Haid said: 

“Recently we have had a number of 
instances called to our attention by com- 
panies wherein district representatives of 
the H.O.L.C. made unreasonable demands 
upon their adjusters and interfered with 





to effect insurance through such agency, 
if possible, and to pay such agents 50% 
of the commission paid by the majority 
of the companies members of the associ- 
ation, provided, however, that the com- 
mission to be paid agents on and after 
any January 1 or July 1 upon request 
of the H.O.L.C. will be reduced to 25% 
of the commission paid by the majority 
of the members of the association. 

A further provision of the arrangement 
as effected by the association of com- 
panies is that “in consideration of the 
expense in connection with such insur- 
ance, the association will pay the corpo- 
ration monthly 5% of the gross premi- 
ums it collects from the corporation on 
such insurance.” 
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satisfactory settlements with the insured 
mortgagor. 

“The situation was brought up at a 
recent mecting of our board of directors 
and we reported the conferences which 
[ had with Counsel Russell and Mr. Lilly 
had with the insurance and recondition- 
ing divisions of the H.O.L.C. The prin 
cipal purpose of Mr. Lilly’s conferenc« 
was to discuss the difficulties occasioned 
by their attitude toward the valued pol- 
icy law and depreciation for repairs and 
to develop a more satisfactory and ex- 
peditious method of handling the losses 
where the H.O.L.C. were interested as 
mortgagees. This and other bureaus have 
made generally satisfactory arrangements 
with the district representatives of the 
various divisions and have ironed out 
many of the difficulties, so that the work 
has been progressing quite smoothly 
The H.O.L.C., while unwilling to come 
to any specific agreement and instruct 
their representatives as to proper pro- 
cedure in dealing with such losses, agreed 
to give consideration to troublesome cases 
as they arise. 

“In order to insure that special atten- 
tion, we have instructed all of our ad- 
justers upon the appropriate routine for 
the submission of those cases to this of- 
fice so that we may be able to take them 
up with the authorities at Washington. 

“Tt was the opinion of our directors 
that many of the disturbing situations 
encountered might be substantially re- 
duced, if not entirely eliminated, by ar- 
ranging for the assignment of losses in 
which the H.O.L.C. is interested, to the 
company-owned bureaus for attention. It 
was, therefore, requested that we submit 
these facts with their suggestion to all 
of our companies for such action as they 
believe appropriate.” 


MILLERS NATIONAL MEETING 

General agents and field men of the 
Millers National of Chicago were guests 
of the management last week, attending 
business sessions Monday and Wednes- 
day, and participating in the company’s 
annual outing at the Crystal Lake Coun- 
try Club near Chicago, on Tuesday. The 
office was closed that day for the festiv- 
ities, and there were 189 in attendance. 
At the business sessions, assistant secre- 
tary, R. S. Danforth presided. President 
H. M. Giles welcomed the assembly. 
Arthur A. Krueger, secretary, pointed out 
that substantial progress had been made 
by the Millers National so far this year 
and that conditions in general looked 
favorable from the company standpoint. 
Among the guests at the outing was R.R 
Wilde, secretary of the companies in the 
Corroon & Reynolds group. 


MUST PAY FULL N. Y. S. LEVY 

Attorney-General John J. Bennett, Jr., 
of New York State last Friday ruled that 
insurance companies doing business in 
this state must pay the full state levy, 
without regard to the local tax imposed 
by New York City. There is fear that 
this may lead to retaliation from other 
states. Some companies had already be 
gun to deduct the New York City tax on 
insurance premium collections from the 
total taxable amount. 


TEXAS PREMIUM TAX VETOED 
Governor James V. Allred of Texas 
recently vetoed the bill passed by the 
legislature which sought to levy a 2% 
tax on gross premium receipts collected 
or received from all fire and other kinds 
of insurance, other than life, for the pur- 
pose of establishing a relief and pension 
fund for firemen. 
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Tower’s Liability Policy Held To 
Cover Loss of Cargo In Barge 


The Bee Line Transportation Co. sued 
ihe Connecticut Fire and the Union Ma- 
rine to recover under marine policies 
insuring the plaintiff for legal liability of 
its tugs arising from causes specified. 
During heavy weather two barges, coal 
laden, towed by one of the plaintiff’s 
tugs, pounded and sank off Block Island, 
and, with their cargoes, became a total 
loss. 

The owners of the cargoes recovered 
against the tug for the value of the car- 
goes, the tug being held at fault and le- 
gally liable for the loss. The Wyoming, 
58 F. (2d) 789. She and the Bee Line 
paid the damages. In defending that 
action, legal expenses were incurred by 
the Bee Line. The Bee Line sued on 
the policies, but the Federal District 
Court for eastern New York (6 F. Supp. 
816) held that the policies did not cover 
the tug’s legal liability for the loss of the 
cargoes. The Bee Line appealed. 

Following the running down clause the 
policies read: “ and it is further 
agreed that this policy shall also extend 
to and cover the said vessel’s legal lia- 
bility for any collision and/or grounding 
and/or stranding and/or loss or damage 
which may occur to any vessel or ves- 
sels or craft while in tow of said vessel, 
subject to all the terms and conditions 
of this clause. 

The Second Circuit Court of Appeals, 
3ee Line Transportation Co. v. Connec- 
ticut Fire and Saine v. Union Marine, 
76 F. (2d) 759, held that the quoted 
clause extended the policies to cover an- 
other class of liability than the collision 


clause which covers liability to persons 
in the event of legal liability of the in- 
sured vessel flowing from an accident in 
which a vessel not in tow is involved; 
that is, to liability arising from “loss or 
damage occurring to a vessel while in 
tow of the insured tug,” and this regard- 
less of whether or not another vessel not 
in tow is involved. 

This construction, the court said, is 
borne out in the phrase “and it is further 
agreed that this policy shall also extend 
to and cover,” etc. Such coverage as is 
given by the running down clause is ex- 
tended to the payment of damages to 
any other person or persons where the 
damage is only to the tow of the insured 
vessel. 

The court therefore held that the “tow- 
er’s liability” clause in the policies cov- 
ered the legal liability suffered by the 
See Line as against the insurance com- 
pany’s contention that the only coverage 
included in that clause is for damages 
paid to the owner of the boat in tow. 
“Legal liability of the tug extends to 
vessel owners and cargo owners regard- 
less of the particular relationship of the 
assured to the persons entitled to assert 
such liability. The insurer undertook a 
legal liability coextensive with that of 
the assured.” 

The phrase “subject to all the terms 
and conditions of this clause’ was held 
to cover a promise by the insurers to 
pay fees expended for legal services in 
the defense of the suit wherein liability 
of the Bee Line was established. The 
decrees of the lower court were reversed. 





Revised Ship Safety Rules Are 
Approved By U.S. Commerce Dep’t 


Many changes in the regulations de- 
signed to promote safety of passengers 
at sea, proposed by the United States 

3ureau of Navigation and Steamboat In- 
spection approved this 
week by Secretary Roper of the Depart- 
ment of Commerce. These changes fol- 
low the Morro Castle and Mohawk dis- 
asters and provide in part as follows: 

Careful examination and subsequent 
approval, after such examination, for all 
structural plans of new vessels or recon- 
structed vessels covering the element of 
safety from the standpoint of buoyancy, 
stability, subdivision, access, fire screen 
bulkheads and non-inflammable struc- 
ture. 

The installation in all public rooms, in 
addition to the sleeping quarters, pass- 
ageways, lockers, linen rooms, paint, oil 
and lamp rooms, carpenter shops, galleys 
and officers’ and crew’s quarters of either 
an automatic electrical system, a pneu- 
matic tube system, or an automatic 
sprinkler system. Concealed overhead 
spaces to be protected by fire-detecting 
or automatic sprinkler system. 


Service, were 


Alarm Bells For Passengers 

All sleeping accommodations on ships 
over 100 gross tons to be equipped with 
a sufficient number of alarm bells and so 
located as to warn all occupants; better 
location, visibility, identification and 
availability of all fire fighting equipment, 
fire doors, fire screens and water-tight 
doors. 

Installation of audible alarms for 
smoke detection located in wheelhouse or 
in the fire station in which a twenty-four 
hour watch is kept; also an auxiliary 
audible alarm in the engine room; life 





lines placed at all air ports that are 
twelve inches or more in diameter and 
of sufficient length to reach the water 
when ship is at its lightest seagoing 
draft. 

Require flame-tight fire doors operat- 
ed by lever handles so arranged as to be 
worked from either side of the bulkhead. 

More rigid rules concerning the in- 
struction and assignment of the various 
members of the crew to their respective 
duties for emergency services, including 
the closing of airports, water-tight doors, 
fire doors and fire screens, stopping of 
the fans and ventilators as well as the 
manning and launching of the lifeboats. 


No Changes Made In 
Personal Effects Policy 


ACTION BY I1.M.U.A. DEFERRED 





Further Proposals to Limit Broad Cover- 
age to be Made Later in Year; 
Rate Changes Possible 





The executive committee of the Inland 
Marine Underwriters Association last 
Thursday voted to defer until September 
any action on the report of a committee 
proposing numerous changes in coverage 
and rate structure with reference to per- 
sonal effects insurance. Such a divergence 
of views with reference to changes in 
the present policy and rate structure was 
expressed that the executive committee 
thought it would be impossible to har- 
monize the many suggestions at this 
time. A sub-committee of the association 
will continue the study of proposed 
changes and make a further report in the 
fall, giving consideration to the ideas 
offered last week. 

While many marine underwriters are 
not in agreement as to the exact changes 
which should be made in the personal 
effects contract they do contend that this 
business is not now profitable and cannot 
be made so by the simple expedient of 
increasing rates. While some insist that 
a change in the basic rate formula is 
essential, these and also others say that 
the most necessary reforms should be in 
the nature of removing some of the pro- 
tection now granted under this extremely 
broad policy. It is impossible to predict 
the proposals which the sub-committee 
will frame for the members of the I.M. 
U.A. to vote on later this year but some 
of the suggestions include the following: 

Clarification of the word “domicile” so 
that the insurer may ascertain the per- 
manent residence of the assured; elimina- 
tion of the floater on physicians’ and sur- 
geons’ instruments and possible exclusion 
of any property pertaining to assured’s 
occupation or profession; restriction of 
protection on jewelry to only those items 
which cannot be covered by a jewelry 
floater, and approval of a deductible aver- 
age to apply on claims of loss by theft 
from automobiles. 





NEW BOOK ON WARRANTIES 


The Liverpool Journal of Commerce 
has brought out a valuable little volume 
entitled “The Institute Warranties: 
Their Meaning and Application.” The 
book contains maps by H. R. Dean and 
text by Douglas King-Page, expert writ- 
er on marine insurance. Several of Mr. 
Dean’s maps show at a glance the appli- 
cation of the various warranties attached 
to marine policies, which in certain cases 
relate to different periods of the year, 
and the text describes the development 
of the geographical warranties and the 
effects of the standardization of the or- 
dinary trading limits for tramp vessels. 
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Personal Effects 
(Continued from Page 27) 


out to the twenty-five names on your list 
with the folder, “Protection Going an¢ 
Coming,” as an enclosure. The folloy. 
is a suggestion for this letter: 

Dear : 

Did you ever lose a bag when trayg). 
ing? Or a valuable coat or suit or dress 
at the dry cleaner’s? If you haven't 
you might. 

There’s an insurance coverage to pro. 
tect all these things. We'd like to tey 
you about it—you to be the judge as tp 
whether or not you want it. It won’ 
take much time. We can’t explain aboy 
it in a letter, though. The folder, “Pro. 
tection Going and Coming,” enclosed 
gives an idea of it. 

This is something that not everyone 
can buy. Frankly, it’s limited to a spe- 
cially selected list. 

We'd like to call and tell you about 
it at o'clock. No high- 
pressure selling. Just an explanation, 

If this time is not convenient, won't 
you telephone me at ? 

Sincerely, 





The fifth step is the most important 
of all—the personal follow-up. Mail five 
letters and folders a day. Follow those 
five letters up with a personal call the 
next day. With twenty-five names on 
your list, this will take a week for your 
test. Plan a definite time of day for 
the arrival of your letters. An afternoon 
mail in most sections is likely to secure 
the greatest attention because it brings 
less competition. Follow your letter with 
your personal call the next afternoon or 
evening. | j 

Don’t forget that the average man re- 
members first impressions. Make your 
first impression pleasant, but business- 
like. L abet 
The Personal Approach 

When you arrive, say something like 
this: “You got my letter? I’m not going 
to take a minute, but there are some 
things you ought to know about personal 
effects insurance before you go to 
(mention any information you know 
about the prospect’s plans for travel- 
ing) this summer:” 

Or, if you are not in possession of def- 
nite information before you call, say, 
“Are you going away this summer?” Do 
not underrate the value of this method, 
because of its simplicity. Every agent 
knows the value of making requests of 
prospects, but the sad part of it is that 
far too many neglect to make them. 
When a prospect has done you a good 
turn by supplying some information that 
is a favor to you, he is far more ready 
to cooperate in the rest of the interview. 

Cite some typical cases of loss and pay- 
ment of claims. If you have sold a prom- 
inent person in the community, mention 
the fact. Suggest in this way, with con- 
crete stories of one or two losses, Just 
what a personal effects policy covers, 
whether the person that holds one 1s 
traveling, or staying at home. 

Then say, “Now the point is that not 
everyone can buy this insurance. But 
as one of a specially selected list, we 
shall be very glad to see that you as 
covered.” 

Remember that people want to be ade- 
quate to situation as they arise. Say, 
“You're a man of judgment. You'll de- 
cide for yourself whether you want to 
be able to say, ‘Well, it’s insured,’ and 
to feel the master of the situation, when 
you suffer a loss.” t 

Talk to the prospect from that port 
on as though you knew he would buy. 
Say, “You need a $500 policy (or a $100 
policy, or whatever you consider right 
for the situation to be covered).” When 
you quote the cost, state the yearly pre- 
mium first and then the cost per day. 








UNION OF CANTON DIRECTOR 
Lord Balfour of Burleigh has_joined 
the London committee of the Union In- 
surance Society of Canton, Ltd., and its 
associated offices. 
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CASUALTY AND SURETY | 








Leslie Outlines Company Position On 
Compensation Commission Reduction 


Agents Told Why Allowance for Losses and Loss Expense 
Cannot Be Lowered; Firm Stand Taken on Assigned 
Risks; Collateral Line Control 


The company reaction to suggestions 
relative to workmen’s compensation in- 
surance made recently by special com- 
mittees representing the National Asso- 
ciation of Insurance Agents and the Na- 
tional Association of Casualty & Surety 
Agents, was contained in a letter sent 
last Friday by William Leslie, associate 
general manager of the National Bureau 
of C. & S. Underwriters, to each of the 
agent committeemen. No beating around 
the bush was indulged in by Mr. Leslie 
as he outlined the position of the com- 
panies’ special committee on workmen’s 
compensation in regard to the two mat- 
ters involving commissions to agents 
which were discussed at the recent all- 
day conference. 

In regard to the first item which had 
to do with reduction in the commission 
scale in states where the requested rate 
levels are not approved by the state au- 
thorities, Mr. Leslie could not agree with 
the agents’ recommendation that “where 
the rating authorities refuse to grant 
the necessary rate increases any pro- 
posal for reduction in commissions sub- 
mitted by the companies should embody 
a participation by the companies through 
a full proportionate reduction in com- 
pany expense.” 

He reminded the agents of the stock 
companies’ definite statement to the 
commissioners’ convention that they 
would not continue to write compensa- 
tion insurance in any state unless they 
secured at least the full-increase required 
for losses and loss expenses. It has been 
only after exhausting all possibilities to 
get the needed increase, he emphasized, 
that it has been necessary in the states 


J 





Allen’s Mississippi Talk 

E. M. Allen, executive vice-presi- 
dent, National Surety Corp., in his 
address before the Mississippi agents 
in convention June 21 at Gulfport 
brought out into the open the ques- 
tion of wholesale insurance raised by 
large buyers “who are seeking sim- 
pler and more comprehensive insur- 
ance contracts and at wholesale prices 
based on volume.” Necessarily this 
demand is resulting in the loss of 
many old lines to brokers and agents. 
In Mr. Allen’s opinion it calls for a 
change in the present commission set- 
up. He suggested that companies and 
their agents jointly analyze the situ- 
ation and arrive at a proper solution. 
Further review of his address will be 
made next week. 











letting their compensation business be 
handled through assignment. a 
“As everyone knows, companies have 
subscribed to these plans for insuring 
undesirable risks, solely for the good of 
the cause and not because they want 
such risks. They know in advance that 
this business as a whole will prove un- 
profitable, and under the circumstances 
it doesn’t seem unreasonable to expect 
the agent to forego commissions in or- 
der to help the cause along. During our 
conference the agents’ committee did not 
argue that commissions should be paid 
for the production of this business, but 
they requested that no rule be adopted 
which would prevent a company com- 
pensating an agent for servicing an as- 
signed risk. It was pointed out in reply 
that the definitions of acquisition and 
field supervision cost, in the existing 
of Minnesota and Wisconsin to reduce rules, specifically state that such costs 
commissions sufficiently to provide the do not include ‘expenditures actually 
required additional amount for losses and nade in good faith for the adjustment 
loss expenses. One of his most forceful of claims, the making of inspections and 
statements follows: payroll audits.’ 
_ “The companies hold that in attempt- “In other words, a prohibition against 
ing to write compensation insurance at the payment of ‘commissions’ on assigned 
rates based upon a 40% expense loading risks does not prevent a company com- 
in face of their actual past exnense ratios. pensating an agent for any or all of the 
they are taking in advance absolutely all foregoing services, provided the agent is 
of the reduction in expense allowance actually performing those services on be- 
which they can stand. In the past twelve half of and in lieu of the company. 
years they have had an underwriting loss “The suggestion was made that as- 
every year on workmen’s compensation signed risks ‘should not be renewed by 
business, aggregating over $160,000,000 or the carrying company but should be put 
approximately 11% of their earned pre- pack on the market, giving agents and 
mums. They have applied every pos- companies an opportunity to write the 
sible economy to operations within their pusiness in the usual manner.’ The 
control, so much so that company ex- standard plan of the National Council is 
penses (excluding acauisition and taxes) so framed as to permit the easy with- 
were brought from 27.2% in 1932 down drawal of risks from the assignment 
: 22.6% in 1934 upon only a slightly fpasis.” * * * 
arger i , ” 
Ne mths —s Control of Collateral Lines 
n Assign isks agg atl 5 
As to the second item of the agents’ _Mr. Leslie also spoke of the ee. 
committees: that of paying omiiiinne that a company carrying an assigne 
ioned oi : “ger : = soliciting any 
on assigned compensation risks in states risk should refrain from . k 
j ; : of the collateral lines on such risk, say- 
where companies are required by law or els 
pcereement to accept and write unde- Obviously this is a matter that must rest with 


sirable risks under so-called “voluntary the individual company as neither companies nor 
Plans,” Mr. Leslie said: agents should be prohibited by rule from solicit- 


“T . : * : ing collateral lines on a particular risk, simply 
- gw is no difference in point of because that risk has been unable to obtain 
ew between the companies and the compensation coverage in the. regular manner 
agents in the matter of keeping the num- — — ss has ‘oe er — 
er of i H : risk. Then compensation business is offere 
mini assigned compensation risks toa to a company, it is frequently required that 
mum. In fact, one of the important the collateral lines be placed with the compen- 
reasons for not paying commissions on 
such risks is to diseourage agents from 


sation. It may well happen that a company 
that has refused to write a compensation risk 
following the line of least resistance and 


unless it were given the collateral lines, may 
later find that it has béen selected to cover the 
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Four Clubs Enjoy 
Annual Outings 


ALL PLAY GOLF DESPITE RAIN 





Groups Were N. J. Casualty and Surety 
Ass’ns, New York C. & S. Club and 
Accident & Health Club 





In this popular season for outings four 
clubs in the casualty and surety field 
have held their annual outdoor get-to- 
gethers during recent weeks with much 
success despite some interference from 
the rain. The Surety Underwriters As- 
sociation of New Jersey met at Mon- 
mouth County Country Club, Eatontown, 
N. J., with 85 attending and with Presi- 
dent C. J. Collins, Standard Accident, 
in charge of the committee on which 
Clyde W. Quick, Aetna C. & S., Ralph 
Hawkins, New Amsterdam, and Edwin 
H. Charles, Indemnity Insurance Co. of 
N. A., were represented. Golf was the 
order of the day. The prize winners 
were Herbert Homan, first in low gross 
for guests; J. L. Martin, Standard Acci- 
dent, second; kicker’s handicap for 
guests: Howard Beck, Hooper-Holmes, 
winner; kicker’s handicap for members: 
Mark H. Smith, Standard Accident, first ; 
B. V. Cranston, Fidelity & Casualty, sec- 
ond, and Phil Nuttle, F. & D., third. 

The Essex Fells Country Club, West 
Orange, was the scene of the Casualty 
Underwriters Association of New Jer- 
sey outing, and while a downpour ham- 
pered golf it didn’t stop the good fel- 
lowship indoors. E. C. Graff, General 
Accident, presided at dinner, and Wally 
Moorhead, United States Casualty, took 
charge of a drawing for golf prizes. The 
winners were J. F. Comerford, Maryland 
Casualty; R. H. Tillison, American Sure- 
ty; J. H. Nolan, Aetna C. & S.; E. H. 
Babbage, Bankers Indemnity; Al Tur- 
ton, Empire State of Watertown; J. C. 
Conklin, Hackensack agent; H. P. Rear- 
don, Penn Mutual, and G. H. McKelvey, 
American Casualty, who won the set of 
“Bobby Jones” clubs donated by Hoop- 
er-Holmes through A. E. Thyselius, su- 
pervisor. 

A fine leather traveling bag, the As- 
sociation’s gift to Deputy Insurance 
Commissioner Gough for his Seattle trip, 
could not be presented in Mr. Gough’s 





risk under the assignment plan. It would seem 
logical, rather than otherwise, that in such event 
the company would endeavor to secure the 
collateral coverages. The risk may be located 
at an isolated point where it is expensive to 
render service, thus making it more economical 
if other coverages are in the same company. 
If there were a rule prohibiting the solicitation 
of the collateral lines by the carrying company, 
agents who had inadequate compensation facili- 
ties might use the assigned risk plan as an easy 
means of hanging on to their collateral lines. * * * 

“But, as was brought out at our conference, 
this is not in its practical aspects a matter df 
great importance. Undesirable compensation 
risks are generally of a nature where the col- 
lateral lines are relatively unimportant, and in 
any case where they are important the agent 
who is close to the assured should be able to 
confrol the placing of such collateral coverages.” 


Hale Anderson Gets 
Higher Rank in F. & C. 


IS EXECUTIVE VICE-PRESIDENT 





Joined Company 30 Years Ago; Now Has 
Charge of Both Casualty and Surety 
Underwriting Country-wide 





Hale Anderson has just won justified 
promotion in the Fidelity & Casualty 
home office by his appointment as execu- 
tive vice-president in charge of both cas- 
ualty and surety underwriting country- 
wide. Now in his thirtieth year with the 
F. & C., Mr. Anderson has made apr. 
outstanding record in charge of its sure- 
ty underwriting, and the respect with 
which he is held by the fraternity is 
indicated by his selection as chairman 
of the Surety Association’s executive 
committee. 

Edward C. Lunt, now with the Great 
American Indemnity, was a vice-presi- 
dent of the F. & C. many years ago and 
hired Hale Anderson for his first job 
with the company at $15 a week. So 
thoroughly did he acquire surety knowl- 
edge under Mr. Lunt’s guidance that 
when Mr. Lunt resigned to become pres- 
ident of the Sun Indemnity, Hale An- 
derson succeeded him in the F. & C. 
His promotion last week is viewed with 
great pleasure by his friends, who have 
no doubt that he will more than measure 
up to his new responsibilities. 





unavoidable absence, but a committee 
was named to make the presentation. 


C. & S. Club of New York Selects 
Westchester 

There was a fine turnout for the golf 
tournament of the Casualty & Surety 
Club of New York, June 20, at West- 
chester Hills Golf Club—in fact, the larg- 
est crowd in years. The smoothness with 
which all events were carried off was due 
in large measure to H. P. Hall, Century 
Indemnity, chairman of the golf com- 
mittee. John A. Griffin, Fidelity & De- 
posit, the club’s president, was toast- 
master at dinner and awarded the golf 
prizes as follows: 


Class A— Winner Donor 
Piret....R. J. Howerd...<26. T. J. Grahame 
Second..R. G. Seiler........ Richard Deming 

Class B 
Pe ccdds Fe EMBs cvccccscad A. G. Oakley 
Second... J. Gormaes <cdcvccssescl A. L. Carr 

Class C— 

Pivet. cs cdks, Te. GaP ec ccccescse Wallace Falvey 
Second..William A. Bullock...H, A. Kearney 

Kickers— 

i eee, eee R. H. Towner 
Second..B. W. Nye........ C. S. Ashley, Jr. 

Special 18th hole— 

First....W. W. Moorhead........ W. H. Duff 
Second—Scott Harris.......... G. H. Reaney 

President’s 

Trophy..W. D. Driscoll....... John A. Griffin 


A. & H. Club Plays Baseball 
The Accident & Health Club of New 
York, holding their annual affair last 


(Continued on Page 36) 
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William St. Personalities 


ELLIS C. 


Vice-President, Ream, Wrightson & Co., Inc., 


and American Reinsurance Co. 
No. 9 in Series 


MYERLE 








Ellis C. Myerle, vice-president of 
Ream, Wrightson & Co., 
distinction along William Street of being 
qualified on bank bond 


Inc., has the 


so. thoroughly 
coverages that he 
peatedly by both companies and assureds 
there 


has been selected re- 


as an arbitrator where has been 
a dispute about a loss or the interpreta- 
tion of a blanket bond clause or insur- 
ance coverage for a bank. That he has 


participated in the handling of fidelity 


and blanket bond coverages for some 
of Greater New York’s largest financial 
institutions is no secret. And it’s a 


matter of record that he has had a great 
deal to do the broadening of the 
forms, generously giving the companies 
the benefit of intimate knowledge of the 
subject. 

If Ellis Myerle has ever been floored 
by the many responsibilities that go with 
his job he has rarely given outward ex- 
pression to it. Meeting him for the 
first time one is impressed by his youth- 
ful appearance at 48 years old, his 
dynamic energy, resourcefulness, a 
lightning fast brain, and a sense of 
humor which has been the saving grace 
in many a difficult situation. A_ six- 
footer, he makes no boast about athletic 
prowess; admittedly plays only a fair 
game of golf but in either a foursome 
or good fellowship group he is usually 
the life of the party. 

In certain respects Mr. Myerle is a 
good deal of an anomaly. He has the 
appearance, mannerisms and attitude of 
a man born and bred in New York City 
but takes keen delight in getting out 
into the country as is evidenced by the 
choice of Bedford Village in the West- 
chester Hills as the spot for his summer 
estate “Sevenacres.” There in a delight- 
ful woodland setting the Mverles enter- 
tain their many friends. He also loves 
to travel and has made numerous trips 
abroad, finding particular pleasure in the 
English countryside beyond the cities. 
One of his ambitions is to retire some 
day to a quiet country estate there. 


Getting Started 


Mr. Myerle’s first job after his gradu- 
ation from Bellefonte Academy in Penn- 
sylvania was as a bank runner with the 
old United States Mortgage & Trust Co. 
Those were happy, carefree days dur- 
ing which he thought little of the future. 
But fate was at work molding his career 
and one of its moves was to shift him 
from banking into insurance. A _ lead- 
ing role in this act was played by E. B 
Southworth, Jr., now bonding manager 
in the New York office of the Aetna 
Casualty & Surety, who is one of Mr. 
Myerle’s oldest friends. They first met 
when “Red,” as he is familiarly known. 
joined Company A of the 23rd Regi- 
ment in Brooklyn of which Southworth 
was a member. One of the stories “Ned” 
Southworth tells about those early days 
centers around his guardianship of “Red” 
Myerle and how it landed the latter 
into the insurance business. He relates: 

“The captain of our company was on 
of the higher officers of the U. S. Mort- 
gage & Trust and for some reason best 


with 


known to himself he thought that I 
should take ‘Red’ under my wing which 
I did with as much success as was pos- 


sible with such a restless bird 


Because *! 





ELLIS C. MYERLE 


collects early American antiques 


of Red’s active nervous nature he was 
frequently in disgrace with the U. S. 
Mortgage & Trust and as his guardian 
I was informed that some day if he 
didn’t curb his spirits he would ‘get the 
air.’ 

“At last that action was taken so it 
was up to me to find another job for 
Red which I did with the U. S. Fidelity 
and Guaranty. Many a time since Red 
was so rudely shaken out of the U. S 


that that was the luckiest thing for him 
that had ever happened because it was 
the means of leading him to the fine 
standing he now has in the insurance 
world.” 
Was Leo Fitzpatrick’s Assistant 

It’s a far cry from a $60 a month re- 
newal clerk in the New York branch of- 
fice of the United States F. & G., which 
was Mr. Myerle’s first insurance post in 


1911, to vice-presidency in an_ inter- 
nationally known insurance brokerage 
house. It has been a gradual rise to a 


position of affluence, in which “pull” or 
political favor has played no part. Com- 
ing up from the clerical ranks “Red” 
Myerle, starting as a counter man, did 
surety development work for the U. S. 
7, & G. so as to become acquainted 
with the large brokerage houses and with 
the Street generally. Later he went into 
the casualty end as assistant to Leo F. 
Fitzpatrick, now with the National 
Surety Corp., who was then automobile 
superintendent of the U. S. F. & G. in 
New York. When Mr. Fitzpatrick went 
to Baltimore in 1914 as vice-president 
of the Maryland Motor Car Co. it was a 
logical move to put “Red” Myerle into 
the vacant post. 

Praise from Alonzo Gore Oakley 

Looking back over those years Alonzo 
Gore Oakley, now U. S. F. & G. vice- 
president in New York who was then 
a departmental manager, told the writer: 

“I dimly recall a proverb to the effect 
that. if one had the guidance of a child 
until he was seven, they cared not what 
influence was thereafter exerted upon 
him. While Ellis Myerle, now a vice- 
president and director of Ream, Wricht- 


son & Co., Inc., was more than seven 
when he came to the United States 
Fidelity & Guaranty, he was with us for 
the seven years commencing January 21, 
1911 and ending June 30, 1918. We are 
sufficiently egotistical to believe that the 
seven years with us did have some in- 
fluence on his future achievements and 
may have indirectly helped him in arriv- 
ing at his place in the sun on William 
Street. 

“IT do not know that his seven years 
with us can be altogether likened to the 
seven fat years of Jacob in Egypt but, 
on the other hand, I am sure even Mr. 
Myerle will concede that they were not 
altogether the seven lean years, for he 
entered our employ in a minor capacity 
and left it as superintendent of the auto- 
mobile department of this branch office. 
Of course, every bred-in-the-bone surety 
man considers the casualty business a 
bit of the bar sinister, when he is asso- 
ciated with a multiple line company, and 
we believe that Mr. Myerle’s prominence 
and standing as a surety man and, 
particularly, as a specialist on bankers’ 
blanket bonds, comprising as they do 
the most intricate and involved form of 
the surety business, is an outstanding 
tribute to his finer capabilities in over- 
coming his initial start as a casualty 
man.” 

Joins Ream, Wrightson & Co., Inc. 

\fter leaving the U. S. F. & G. in 1918 
Mr. Myerle spent a short time with the 
Globe Indemnity in its New York City 
development department. Then, forti- 
fied by seven years of company training, 
he went into the brokerage firm known 


at that time as Ream, Cromwell & 
Wrightson. His post was casualty and 
surety manager. The name changed to 


Ream, Wrightson & Co., Inc., and Mr. 
Myerle became office manager in charge 
of all insurance matters. About ten 
years ago he was made a partner in the 
firm with the rank of vice-president to 
which has since been added the vice- 
presidency and _ directorship in the 
American Reinsurance Co., which is con- 
trolled by Ream, Wrightson & Co., Inc. 
There are also foreign connections, 
Ream, Wrightson being associated with 
Matthews, Wrightson & Co. of London 
and Vidaut, Wrightson of Paris. 

It is well known that Ream, Wright- 
son has one of the largest volumes of 
bank bond business in the metropolitan 
New York area. Mr. Myerle’s interest 
is two sided. He watches claims like a 
hawk, and likewise is quick to sense the 
wants and needs of bankers and invest- 
ment brokers who require blanket bond 
or other insurance coverages. He con- 
stantly and persistently appreciates the 
standpoint of the surety company as well 
as that of his client. Backing up this 
statement Alonzo Gore Oakley observes: 

Courage and Sound Judgment 

“Mr. Myerle has repeatedly shown the 
courage, so often lacking among insur- 
ance brokers, of frankly stating to 
clients that their position was not sound 
or their desires reasonable. It is my 
own feeling that this honesty is one 
of the reasons why his firm and Mr. 
Myerle, personally, have continuously en- 
joyed the patronage of some of the larg- 
est and most outstanding institutions of 
their kind in New York City, for they 
have appreciated his absolute honesty to 
both sides. 

“His ability is outstanding on bankers’ 
and brokers’ bonds as may be best indi- 
cated by the fact that in 1927 he was 
one of the few men designated by the 
New York City Committee on Fidelity 
and Surety Acquisition Cost as a city 
agent, and entitled to receive maximum 
commissions from all surety companies 
in this territory. His ability and moral 
integrity may be further exemplified by 
the fact that he has been several times 
appointed as an arbitrator on involved 
questions.” 

Another admirer, Richard J. Hill, Jr., 
Maryland Casualty, impressed by Mr. 
Myerle’s sound judgment says that no 
better proof of it can be found than the 
experience on business which emanates 
from the office of Ream, Wrightson & 
Co. Mr. Hill says: “At times the fresh- 


a 
ness and originality of his views are $0 
marked as to be mistaken for daring: 
but experience has proved the contrary 
to be true.” é 

From Vincent Cullen, National Surety 
president, comes the observation: “It j, 
safe to say that there is not a man oq 
the Street that has a better reputation 
with the underwriters than Myerle.” 

Early American Antiques a Hobby 

A week-end spent with the Myerles op 
their “Sevenacres” estate is an event Not 
soon forgotten. Under the spell of their 
hospitality one forgets his worries ang 
enters with enthusiasm into the game of 
having a good time. Nearby is the Bed. 
ford Golf and Tennis Club to which the 
Myerles belong. And among his other 
clubs are the Bankers, Transportation 
and Embassy at Armonk. 

3ut of more immediate interest are 
the authentic early American antiques 
which make “Sevenacres” so attractive 
The charming Mrs. Myerle’s good taste 
in their selection is the subject of much 
favorable comment but all the credit for 
them is not due to her. Ellis Myerle, a 
first lukewarm about antique hunting, js 
now almost as enthusiastic about it as 
is his wife. And at auction sales which 
they both atfend he is just as interested 
in the bidding as she is whether the 
object on sale be a set of liqueur glasses 
or a handmade corner cabinet or a set 
of whale-oil lamps. 

“Red” Myerle won’t admit to other 
hobbies but his friends says he is a 
good contract bridge player; an omni- 
verous reader particularly of mystery 
and detective stories, and a connoisseur 
of wines. For winter evenings he and 
Mrs. Myerle enjoy the movies and 
theatre and ice hockey, the tempo and 
speed of which suits his nervously active 
type. 

A picture of the Mverle family would 
not be complete without reference to 
their three attractive children. Their 
oldest, a daughter, Rae, is married and 
lives in Syracuse. Howard is a_ sopho- 
more at Princeton University starting 
next term, and Robert, “a chip off the 
old block,” is spending part of this sum- 
mer as a deck cadet on a boat to Mexico. 





Senior Explains Application 
Of Uniform 4% Rate Increase 

In response to inquiries concerning the 
application of the uniform increase of 
4% in New York State applicable to out- 
standing workmen’s compensation poli- 
cies on payrolls expended after June 30, 
1935, Leon S. Senior, general manager, 
Compensation Insurance Rating Board of 
New York, has made this explanation: 

“The 4% increase is not applicable to 
loss and expense constants nor to mini- 
mum premiums. 

“The 4% increase is applicable to per 
capita rates. 

“In applying the 4% increase, the cal- 
culation should be carried to two places 
(nearest cent) on manual rates and three 
places (nearest mill) on adjusted rates. 

“A revised schedule of O. D. rates for 
negligence cover has been filed with the 
New York Insurance Department and 
will be published as soon as approved.” 

H. M. FROST, JR. GRADUATES 

H. Marshall Frost, Jr., son of Howard 
M. Frost, vice-president of the Excess 
Insurance Co. of America, was gradu- 
ated last week from Dartmouth College 
where he majored in economics. His hope 
is that he may follow in the footsteps of 
his father by entering the surety bond 
business. 


R. L. GUEYDAN’S NEW POST 


Robert L. Gueydan, surety underwriter 
with many years’ experience who was 
recently with A. F. Shaw & Co., Chicago, 
has joined the executive staff of the St. 
Paul Mercury-Indemnity. 





LEAVES MISSISSIPPI 
The U. S. Branch of the Employers 
Liability has withdrawn from the state 
of Mississippi. 
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On the Production “Firing Line” 








Combatting “Slump Fever” Featured In 


Clyde W. Young’s Man Power Talk 


onarch Life Leader Gives Intelligent Planning as Basis of 


A flock of suggestions on helping ac- 
‘dent and health agents to develop their 
~ : : 
wn “full rated man power” by intelli- 
bently planned work instead of hap- 
bazard spasmodic work were generously 
riven by Clyde W. Young, president, 
fonarch Life of Springfield, new presi- 
nt of the Health & Accident Under- 
sriters Conference in his thoughtfully 
repared address before the recent con- 
ention of the National Accident & 
Health Association. Hard work, scrupu- 
is honesty and enthusiasm are the real 
walities that make men “click” today. 
» Mr. Young’s opinion, and he developed 
is theme “The Man Power in You” 
rom them. The speaker gave repeated 
mphasis to the value of planning, say- 
ng that it applied with equal force to 
rospecting, seeing people, “selling,” and 
keeping them sold—his four important 
b-divisions of the job of selling insur- 
ince. He then told in detail how to 
mbat “slump fever.” 
In the actual job conducting the inter- 
iw Mr. Young explained how definite 
lanning saves effort. He said: “Stick 
a few definite arguments. Select the 
ne policy you think best suited to the 
rospect’s need and shoot for a com- 
iment on that. Avoid, if possible, 
mparison with other companies, especi- 
lly ‘knocking,’ also discussions on the 
heory of accident and health insurance. 
What is the policy good for? What will 
tdo for me that nothing else will? That 
s what the prospect wants to know. 
Keep on the track and answer these two 
mestions, and your selling work will ac- 
emplish more. 
Keeping the Policy Sold 
“A very important phase of planning 
‘keeping the policy sold. Part one of 
tl conservation plans starts at the time 
{the sale with a fair description of the 
ems of the policy, its limitations, as 
ell as its selling points. If you do not 
scribe the less attractive features, 
hmeone else will, or the policyholder 
ill discover them himself, and then you 
we a lapse on your hands. 
“Another point is to so plan your 
oth that a definite portion of it is 
ent in personally following up delin- 
lents. You can divide the policyholders 
iho are late in paying, into groups, ac- 
hrding to location, so as to reach as 
many as possible on each trip. There 
may be less appeal to this job than in 
ling new business, but it is the part 
Ht your work which will fatten your re- 
fewal account in the months to come. 
‘Think of yourself as a one-man busi- 
ess with four departments—prospecting, 
‘eng people, selling them, and keeping 
tem sold. Apply planning and serious 





tort to each department and results will 
ollow,” 

The speaker held that probably one- 
hird of all lapses on accident and 
falth policies (the experience of his 
Wm company) occur at the expiration 
' the first premium payment. This 
Fould indicate, he said, lack of proper 
xplanation as to the policy provisions, 
T possibly that the salesman had his 
hind too firmly fixed on the collection 
tthe first premium, overlooking re- 
Pewal of the business. 


Don’t Misrepresent 
Mr. Young’s advice was: “A more 
Pmplete explanation of the policy, 





A. & H. Sale; Frowns on Misrepresentation and 
Knocking of Other Companies 


based upon your own knowledge of the 
protection afforded, will largely increase 
your earning power and the stability of 
the company. Strict honesty and _ per- 


‘severance are two of the principal ele- 


ments of success in this work. Mis- 
representation or misinformation will 
never result in the building up of a suc- 
cessful agency. Tell your prospect pre- 
cisely what the contract provides. Tell 
him that accident and health policies do 
not pay death indemnities for natural 
death losses. This is the province of 
life insurance. In accident and health 


policies, we offer ‘live’ insurance, not 
‘life’ insurance. 

“Real mental honesty in this line re- 
quires faith and courage. There is a 
fear that you will say a little too much 
and lose the sale. Do not yield to the 
temptation of putting the best straw- 
berries on top of the basket. When a 
boy, I knew an old man who was a 
deacon in the church where I went to 
Sunday School. His business was sell- 
ing prayer books and bibles, and on the 
side he raised fruit and berries. Once 
or twice we bought a basket of straw- 
berries from him, and found that they 
were never quite as good all the way 
through as they looked on top. 

“Do not be that kind of a salesman. 
People are not fools. They know true 
from false, and real merit from ‘gloss.’ 
There is no place in our_ scheme of 
things for anything less than the whole 
story.” 

Combatting “Salesman’s Slump” 

Coming to “salesman’s slump” which 
he called the big, bad wolf of selling and 
which all salesman have to_combat at 
regular intervals, long or short. Mr. 
Young suggested: 

“Many a salesman who thinks he has 
‘arrived’ runs smack into one of these 
periods of stagnation, which registers 
as a slump in his year’s production. 





Slump Fever 

“Slump fever is not only a danger- 
ous but a contagious disease,” Mr. 
Young declared. “If you should eve 
feel any of the symptoms, do not 
throw up the sponge at the first on- 
slaught,” he said, “but go into con- 
ference with yourself and prescribe 
a course of treatment similar to the 
one I have suggested. It will help to 
bring out the man power in you and 
will strengthen you against further 
attacks. Most men who have ‘done 
things’ give more credit to their de- 
feats than to their victories.” 











When the sinking spell hits him, he is 
likely to come to one of two conclu- 
sions—either that times are harder than 
ever before, and that nobody will buy 
anyway so what is the use of working, 
or else he will be convinced that he 
was not cut out to be a salesman, and 
that he had better take the first salaried 
job that comes his way. In either case, 
the conclusion is unwarranted if he is 
made of the right stuff. He is prob- 
ably suffering from a disease: which we 
may diagnose as ‘salesman’s slump.’ 
Everything looks black for the time 
being. The hardened sufferer, who has 





completeness 








The time is coming when the insurance agent 


will become the Insurance Counsellor. 


Modern people, ever conservative of time and interests, 


will one day seek out the ONE responsible agency. 


A Continental connection can help you bring this day 


closer. 


Continental facilities, service, development — 


evidence of Continental DURABILITY — are ideal in 


completeness. 
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been through a siege before, has gained 
partial immunity. He knows that the 
fever is only intermittent, and in the 
course of a few days he can work out 
of it, provided he goes on working.” 

Mr. Young felt that when in a slump 
self-diagnosis by means of personal tests 
may point out the direction the disease 
has taken and suggest the proper treat- 
ment for an early cure. First, he would 
direct the agent’s attention to the ques- 
tion, “Do I know my job inside out?” 
“A good test in this connection,” he said, 
“is to write down the sales talk which 
you have been using and then upon read- 
ing it over, or having it read to you, de- 
cide if you would spend your hard- 
earned cash in response to an appeal such 
as you have been making. If you would 
not, then the chances are that your pros- 
pect would take the same attitude. Any 
sales talk loses pulling power if the sales- 
man himself is not sufficiently convinced 
of the merits of the article he is selling 
to have purchased the product up to the 
limit of his ability. 


Dependability 


“A second important question is: ‘Am 
I completely honest and dependable ?’ 
Dishonesty, after all, is not so obvious as 
it might seem. Plenty of men who would 
not deliberately take ten cents which did 
not belong to them, would not hesitate 
to accept an application when some of 
the less favorable features of the policy 
had not been thoroughly explained and 
discussed. At least in our type of busi- 
ness, this is a shortsighted attitude to 
take.” 

Persistency 


Persistency loomed up large in Mr. 
Young’s suggested self analysis and he 
said: “Persistency of effort will win out 
due to the unfailing working of the law 
of averages. Every successful agent, 
who produces with regularity week after 
week, will tell you that his steady re- 
sults may be attributed to persistency 


in the face of continual discouragement. 
Experience has shown him that if he 
presents his company’s protection plans 
to a sufficient number of persons day 
after day, and week after week, results 
may be relied upon. So keep after a 
prospect as long as there is a spark of 
hope in the case.” 


Think Success 


Finally Mr. Young urged that agents 
in a slump ask themselves: “Do I always 
think success?” When you start out in 
the morning, and one of those fool 
premonitions comes to you that this is 
going to be a bad day, put it out of your 
mind, think of something else—forget it. 
A destructive thought can do you more 
harm than your worst enemy. And, 
speaking of enemies, do not have them. 
Do not quarrel. Do not get even. Ignore. 
Life is too short for grudges and ven- 
geance. Go on; let the other fellow 
stew. You keep sweet. Nothing can 
punish him more. If a man does not 
like you, keep away from him. It is a 
large, roomy world. And, there is 
always another side of the street.” 





A. W. WHITNEY’S BIRTHDAY 

A huge birthday cake, lighted with 
many candles, and an office full of flow- 
ers greeted Albert W. Whitney, asso- 
ciate general manager, National Bureau 
of C. & S. Underwriters on his birthday, 
June 20. He was born that day in 1870. 
It was a surprise to Mr. Whitney who, 
however, turned the tables when a small 
bottle of Scotch whiskey was found in- 
side the cake. Although not an abstainer 
he does not care much for drinking. So 
General Manager James A. Beha joking- 
ly proposed that he would drink half the 
whiskey if Mr. Whitney would complete 
the job. Undaunted Mr. Whitney ac- 
cepted, and after Mr. Beha drank his 
share, Mr. Whitney neatly tossed off 
the remainder. 


H. L. Callanan Retires As 
Norwich Union Ind. Head 


Effective June 30 H. L. Callanan retires 
as president and general manager of the 
Norwich Union Indemnity, a post he has 
held for the past five years, and Hart 
Darlington, chairman of the board, suc- 
ceeds him in this post by action of the 
board of directors. E. P. Smith, secre- 
tary of the Norwich Union Fire, becomes 
treasurer of the indemnity company. 

In direct charge of operations of the 
Norwich Union Indemnity will be H. L. 
Kidder, vice-president and secretary, and 
C. A. Barkie, vice-president in charge of 
agencies, both of whom have been associ- 
ated with the company for a number of 
years. 

Mr. Callanan, who has creditably 
served the company for a period of fit- 
teen years, during the last five of which 
he has been president and general man- 
ager, leaves with the regret of the share- 
holders and carries with him their best 
wishes, together with those of the mem- 
bers of the staff. 

Mr. Callanan has been in the casualty 
business since 1906 and before joining the 
Norwich Union he had experience with 
the American Bonding, Fidelity & De- 
posit and Hartford Accident. Treasurer 
of the Norwich in 1923, he was succes- 
sively elevated to the post of vice-presi- 
dent and treasurer and then to president 
and general manager. 


100 AT DUNHAM DINNER 

A farewell dinner was given to Col. 
Howard P. Dunham, retiring Connecti- 
cut commissioner, Wednesday by 100 
executives of Hartford companies with 
Col. F. D. Layton, National Fire, as 
spokesman. Col. Dunham starts July 1 
with the American Surety and it was 
appropriate that F. W. Lafrentz, board 
chairman of that company, was one of 
those attending. 








Casualty Outings 
(Continued from Page 33) 


Saturday at Robin Hood Inn, U 

Montclair, N. J., played baseball ~~ 
great gusto, Leslie W. Winslow Fir 
man’s Fund Indemnity, being jp th, 
Christy Mathewson role. There in 
only a few golfers, notably Hugo Non 
Indemnity Co., and Dr. W. H, Mille 
H. J. Miller, Great American Indemnin, 
was general chairman and much in ¢;' 
dence; President W. F. White, Roya 
Indemnity, presided over the dinner — 
emonies. Ed H. O’Connor, U. S, Casual. 
ty, governing committee chairman of the 
Personal A. & H. Bureau, attended. 


Beha Gets Protests 


(Continued from Page 26) 





back for further instructions,” continyes 
Mr. Heistad, “you, yourself, suggested 
that we meet again Friday, June 2)” 
The impression created was that nothing 
would be done until after the secon( 
conference. Instead, Mr. Heistad pro. 
tests, the new commission scale was an. 
nounced June 20. He closed his letter 
by saying: 

“We feel certain that the Superintendent of 
Insurance in his request that the brokers and 
agents coo-perate in this matter with the com. 
panies, did not intend that of the 214% redu. 
tion in acquisition costs that the brokers assume 
2% of same.” 

A strong letter of protest was als 
sent by President L. E. Thayer of the 
Insurance Brokers’ Association. 





NATIONAL SURETY OUTING 

Officers and departmental managers of 
the National Surety Corp. are today 
holding their annual outing at the Gar- 
den City (L. I.) Country Club. Sam V. 
Bogert, office agent of the company, is 
in charge of arrangements and has lined 
up a fine outdoor program. Prizes will 
be awarded. 
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Currier & Ives Prints 
On Travelers Calendar 


fAMOUS AMERICAN ART WORK 


Twelve of Best Subjects of Lithograph- 
ers Will Be Distributed by Field 
Force in Limited Quantity 


Twelve colored reprints, chosen from 
the most popular of the famous Currier 
& Ives prints of incidents during the 
middle of the last century, are to be 
ysed on 1936 calendars to be distributed 
py representatives of the Travelers. The 


january, 1936, calendar portrays Nathan- 
ie Currier and his wife in a cutter. In 
1858 this particular print was prepared 
by the lithographer’s staff as a Christ- 
mas gift. nF 
In all there are 6,700 known Currier 
& Ives prints. The current value of 
many of them run into four figures. Re- 
productions being made for the Travel- 
ers will be accurate as to detail and col- 
or, and undoubtedly many recipients of 
these calendars will wish to frame the 
print section of the calendar. 


Significance of Prints 


Currier & Ives made and sold many 
of the original lithographs during the 
days when the Travelers was being es- 
tablished. The Mississippi steamboats, 
early railroad trains, pioneers crossing 
the plains, are all illustrative of activities 
for which the Travelers has paid many 
claims. 

Arrangements have been made for a 
limited number of the calendars. On 
the illustrated envelope which will con- 
tain the calendars a presentation form 
will be provided in which the agent may 
place the name of the recipient and his 
own signature. The thirteenth sheet of 
the calendar will contain a description of 
the prints as well as a list of the lines 
of Travelers insurance and a space in 
which the agent may, if he so desires, 
place a label, calling card or imprint. 


Subject Which Travelers Will Use 


In addition to the January print, al- 
ready mentioned, the titles and subject 
matter of the other prints follow: 
February—Canadian Voyageurs (Cur- 
rier & Ives, no date): One of few Can- 
adian prints, this shows a group of ad- 
venturers walking their canoe up the 
rapids of a river. 

March—Gold Mining in California 
(Currier & Ives, 1871): Prospectors pan- 
ning for the metal which attracted so 
many persons to California. 
April—Brook Trout Fishing (Currier 
& Ives, 1862) : An anxious moment in the 
art of angling as it was practiced in the 
1860’s. Drawn by A. F. Tait. 
May—The Rocky Mountains (Currier 
& Ives, 1866): This print showing emi- 
grants crossing the plains, is one of the 
lew pictorial records of this phase of pio- 
neer life. Said to have inspired “The 
Covered Wagon.” 

June—The American National Game of 
Baseball (Currier & Ives, 1866): The 
earliest known baseball print, it shows 
the Grand Match for the Championship 
of Elysian Fields, Hoboken, N. J. Said 
to have taken place July, 1845. 
July—Clipper Ship “Nightingale” (N. 
Currier, 1854): A print showing clearly 
the architectural details of the graceful 
clipper. This ship is getting under weigh 
off the Battery, New York. 
August—The “Lightning Express” 
Trains (Currier & Ives, 1863): Rival en- 
gmeers racing to see which could first 
set away from the junction. These wood- 
umners were brightly painted and usu- 
ally named for the engineers. 
September—A Midnight Race on the 
Mississippi (Currier & Ives, 1860): Two 
moke-belching side-wheelers racing for 
‘upremacy on the river. A thrilling scene 
Which must have been familiar to Mark 
Wain, Once a Mississippi pilot. 
October—The Great Fire at Chicago 
(Currier & Ives, 1871): The fire started 
y Mrs. O’Leary’s cow on October 8, 
‘ixty-five years ago. A news illustration 





which must have thrilled thousands of 
persons. 

November—Home to Thanksgiving 
(Currier & Ives, 1861): One of the most 
charming of the scenes of American life 
in the 1860’s. A copy of this print sold 
at auction for $1,450. 

December—Central-Park, Winter (Cur- 
rier & Ives, 1862): Nine of the jury of 
ten collectors chose this colorful skating 
scene as one of the best of the Currier 
& Ives prints. 





“WILD CAT” CAB DRIVERS 

Patrick Dunlavy, assistant traffic en- 
gineer for the St. Louis Department of 
Streets and Sewers, estimates that there 
are 150 “wild cat” taxicab operators in 
the city who are ignoring a city ordi- 
nance requiring them to post a surety 
bond or purchase liability insurance for 
the protection of patrons. There are 278 
licensed cabs in the city. Violation of 
the insurance ordinance is punishable by 
a fine of from $25 to $500. 





W. R. LATHROP DEAD 
William R. Lathrop, vice-president of 
the Southern Life & Health of Birming- 
ham, Ala., died last week. He had been 
connected with the company since 1914. 


AND FORG! 
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H. & A. Convention Sidelights 














The adaptation of the chain letter idea 
in accident insurance selling, touched 
upon by several of the speakers, indi- 
cated an interesting modern trend. One 
company active in the conference had 
mailed the following letter to prospective 
agents which was a case of capitalizing 
on an opportunity: 

A personal message to you—This letter is 
written to you in the hope that it will bring 
prosperity to you in the form of a continuous 
income when you are unable to work. 

If you will send a small premium each month 
to the undersigned, when your name reaches the 
disabled list, you will receive a regular income 
each month until you are able to work again. 

This is not a matter of faith, hope or charity, 
it is a sound business proposition and your 
returns are guaranteed in a written contract 
backed by the (name of company). 

You need not make any copies of this letter. 
Just write, phone or see me and the chain of 
security will be forged. If I don’t hear from 
you in the next few days, I’ll be looking you up. 

Yours for protection, 
Notice to Agents 
Why not capitalize on the chain letter fad? 


ST EMPTATION made them criminals overnight. Some of the firms they victimized were financially 
shocked out of business. Others suffered injured credit standing and weakened financial 
position. Experience proves too well that long service is no guarantee of continued honesty. Take 


these perfectly typical cases, for example: 





























Amount Paid By — Years 
Assured National Surety Description Employed 
Cashier (woman) used collections from 
Water Company 3,650.00 one district to pay amount on collec- 22 
tions from prior district. 
. Agent took cash to gamble, covered 
Ralivond 2,000.09 up by temporary loans to survive audits. 32 
Sales Manager padded expense ac- 
anwiocturer 10,381.00 counts over period of 8 years. 8 
Auditor of hotel pocketed cash given 
Hotel 10,000.00 him for deposit, disappeared before 9 
bank statement arrived. 
Department Store 1,000.00 HHead cashier embezzled to gamble. 12 











The human element is an inevitable risk in any, in every business, commercial or financial. Your 
market for the coverage of that risk is far from exhausted. The National Surety Blanket Fidelity 
Bond for commercial firms, and the various forms of the Bankers Blanket Bond offer many fea- 
tures that provide our representatives with opening wedges for new business, and for more 


business from those already partially covered. 


Inquiries from agents and brokers will be promptly answered. 


NATIONAL SURETY 
CORPORATION 


VINCENT CULLEN, PRESIDENT 


The above letter is written up somewhat in the 
style of the chain letters that are flooding the 
country. This letter will attract favorable atten- 
tion if you use it at once because it is timely. 

An interesting feature of W. G. Al- 
paugh’s presentation of training methods 
used by his company was the round table 
questionnaire which is sent out twice a 
month from the home office to all agents 
direct. Four to eight pertinent questions 
are asked on sales or technical prob- 
lems. When the replies come in they 
are consolidated and sent out again. 
Each questionnaire is carefully scrutin- 
ized and the agent commended if one 
of his answers is particularly good. If 
his replies indicate he misunderstands 
the problem or has the wrong slant on it, 
a personal explanatory letter is sent to 
him. These questionnaires, it was felt, 
enabled the home office to feel the pulse, 
so to speak, of the field force. 


Recruiting Ideas 

Two specific examples of smart re- 
cruiting of agents by direct mail solicita- 
tion given by A. N. Hepler, Jr., Income 
Guaranty, in his introductory talk be- 
tore the Agency Development session 
aroused favorable comment. The first 
was a plan used by a state agency in 
Indiana of circularizing all licensed 
agents in the state once each month with 
a large four-page, cleverly prepared 
pamphlet. Its tront page showed a large 
map of Indiana, giving all counties, with 
the location of the present twenty branch 
offices indicated as well as the territory 
covered by each office. Forceful copy, 
changed each month, took up the re- 
mainder of the page. The rest of the 
pamphlet gave a list of recently paid 
claims, testimonial letters, policy forms, 
names and addresses of branch office 
managers, etc. 

Much impressed by this presentation 
of material, Mr. Hepler called it one of 
the most ideal plans for recruiting by 
mail that he had even seen as it em- 
bodied these features: (1) reaches large 
number of prospects; (2) has appealing 
copy; (3) received by same prospect 
month after month. 

Another effective circularization meth- 
od described by Mr. Hepler was used 
by a progressive state manager to con- 
tact life agents and interest them in 
carrying a line of accident and health. 
To a list of carefully selected producers 
he sent a letter which said that a mutual 
friend had recommended the agent as 
probably being interested in a special 
proposition he had to offer for the rep- 
resentation of a new disability contract. 
The manager said he would be in the 
city for two days; gave the address of 
his local office; urged that an appoint- 
ment should be made in advance as he 
would be quite busy. He posted the let- 
ters at 5 p. m. under a special delivery 
stamp figuring that the prospective agent 
would receive it at his home during din- 
ner hour. He arranged that his inter- 
views with these men would be an hour 
apart. Ninety per cent of those receiv- 
ing the letter made appointments, Mr. 
Hepler said. 

* * 


Things Prospects Don’t Like About 
Salesmen 


In a recent survey conducted by C. E 
Rickerd, insurance advertising agency 
man, prospects were outspoken in relat- 
ing the things about salesmen that they 
don’t like, and in figures of speech to 
inmake them remembered. Here are some 
of these dislikes as related by Mr. Rick- 
erd in his talk before convention gather- 
ing of the Health & Accident Under- 
writers’ Conference: 

“One agent had his pockets so filled 
with cigars and pencils that he looked 
like a small pipe-organ.” 

* * * 

“My caller was a most unhelpful per- 

son; his remarks were upside-down hooks 
(Continued on Page 38) 
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Recent Court Decisions 





Compiled by John Simpson 





Author, “The Law Relating to Automobile Insurance” 


“Dishonesty” Covered Although 
Not Criminal 

In Fidelity & Deposit v. Bates, 76 F. 
(2d.) 160, the Eighth Circuit Court of 
Appeals the meaning of the 
word “dishonesty” in a fidelity bond and 
quoted prior decisions holding that the 
terms “fraud” and “dishonesty” in such 


discussed 


bonds while relating to pecuniary mat- 
ters, are employed in a broader and more 
comprehensive sense than “embezzlement” 
or “larceny” or “dishonesty” amounting 


to embezzlement or larceny. It was 
further stressed that the meaning of the 
terms extends beyond acts which would 
be criminal; that insurance against dis- 
honest acts guarantees that the bank’s 
officers shall act with common honesty 
and an eye single to its interests, and 
that, like the question of negligence, the 
question of dishonesty must be left to 
the jury if there is a conflict in the evi- 
dence, or even if there is no conflict, 
provided fair-minded men might honest- 
ly reach different conclusions. 

It was also held that the bank’s ac- 
tion, after losses had occurred by the 
acts of its cashier to minimize these losses 
through the taking of securities was not a 
ratification of the cashier’s dishonest con- 
duct and did not relieve the surety from 
its liability under the fidelity bond. The 
bank, the court said, did no more than 
it was required to do to reduce its losses 
to their lowest possible terms and thus 
save what it could for itself and for the 
surety. And it was not shown that when 
the security was taken the directors had 
any knowledge that the cashier had acted 
dishonestly. 

* * * 


Surety’s Claim to Retained Per- 
centages Preferred 


A contractor for government work in 
the Anacostia river at Washington gave 
the usual statutory bond of the Guardian 
Casualty to secure the performance of the 
contract and the payment for labor, ma- 
terials and supplies furnished in the work, 
agreed to indemnify the surety against all 
loss sustained by it as surety and assigned 
to it all percentages retained and sums 
due the Government for breach of con- 
tract. The Government terminated the 
contract for breach by the contractor and 
paid the amount due it, $4,068, to a re- 
ceiver appointed in a suit by the creditors 
of the contractor, who alleged its bank- 
ruptcy, for distribution of its assets. 

The surety had paid claims for material 
and labor furnished and used in the work, 
amounting to $6,077, and claimed reim- 
bursement to the extent of the fund in 
the receiver’s hands. A bank intervened, 
alleging it had loaned the contractor 
$3,800 on its promissory note to provide 
funds for labor and material for which 
it had the contractor’s power of attorney 
to collect checks of the Government for 
the work. It claimed a prior equitable 
lien upon the fund. 

The Supreme Court of the District of 
Columbia sustained the surety’s claim as 
against the bank’s. This was affirmed by 
the United States Court of Appeals for 
the District of Columbia, Moran v. Guar- 
dian Casualty, 76 F. (2d.) 438, which 
held that an equitable right or lien exist- 
ed in favor of the surety from the date 
of the bond. Furthermore the surety was 
entitled to priority, notwithstanding the 
subsequent assignment of the fund by 
the contractor even though the assignment 
was given for an advancement of money 
used in the prosecution of the work. 

* * * 
Failure to Give Loss Notice Defeats 
Recovery 

In the absence of a statute providing 

otherwise, every insurer has the right to 





prescribe regulations as to notice and 
proofs of loss. Therefore, a stipulation 
in an accident policy that in order to en- 
title the insured or his beneficiary to re- 
cover thereunder notice of the accident 
or injury must be furnished, the insurer 
within a specified time, is reasonable and 
binding on the insured. Failure to give 
notice as required will defeat recovery on 
the policy, especially if the giving of such 
notice within the time prescribed is made 
a condition precedent to recovery. 

Where an insured was badly crippled 
by a fall, so that it was apparent that 
serious results might follow, the Louisi- 
ana Supreme Court held, Wheeler v. Lon- 
don Guarantee & Accident, 180 La. 366, 
that he was not excused from giving no- 
tice of the accident within twenty days 
as required by the policy, although hernia 
resulting therefrom did not develop until 
more than two months later. 

* * * 


Deficiency Compensation 

An employe of the city of Niagara 
Falls, N. Y., was injured through the 
negligence of a third party. He elected 
to pursue his remedy against the third 
party and afterwards, with the city’s con- 
sent, compromised the action for $5,000 
for personal injuries and medical and hos- 
pital expenses. He then applied for de- 
ficiency compensation under the work- 
men’s compensation act. The New York 
Appellate Division, Magrossi vy. City of 
Niagara Falls, 278 N. Y. S. 7, held that 
he was entitled to an award of $647 for 
medical expenses incurred prior to the 
filing of notice of election to hold the 
third party, but not to $1,471 for medical 
and hospital expenses incurred subse- 
quently to the filing of the notice. 

es = 


Injuries in Course of Employment 


An assistant to the foreman of the cut- 
ting department of a clothing manufac- 
turer while going to get his automobile, 
which was stored in the vicinity, to go 
down town on his employer’s business, 
within working hours, was assaulted by 
two unidentified men. The New York Ap- 
pellate Division held, Weinberg v. Eagle 
Clothes, 278 N. Y. S. 1, that his injuries 
arose out of and in the course: of his 
employment, entitling him to compensa- 


tion. 
x * * 


Hearsay Evidence Insufficient 

A salesman delivering bread died as a 
result of an infection claimed to have 
resulted from a cut on the knuckle of 
his left index finger. His widow, claiming 
compensation, produced evidence that de- 
ceased stated that he cut his finger on a 
bread basket while delivering bread. She 
also introduced witnesses who testified to 
seeing a cut on deceased’s finger. 

The New York Appellate Division, 
Knorr v. General Baking Co., 278 N. Y. 
S. 3, held that an award of death benefits 
was properly denied on the ground that 
the hearsay declarations of the deceased 
were not sufficiently corroborated. 

* * * 


Only Dishonest Shortage Covered by 
Fidelity Bond 

\ fidelity policy insuring against dis- 

honest acts affords no protection against 


loss resulting from carelessness, non- 


‘criminal stock shortages, or other losses 


not due to dishonesty. And the burden 
of showing that the loss occurred as the 
result of one of the risks insured against 
is on him who claims under the policy. 
Evidence of an unexplained shortage in 
a salesman’s accounts, where the sales- 
man denied taking goods or money of 
his employer, was held insufficient to show 
wilful misapplication or wrongful abstrac- 
tion within a fidelity policy, the Louisiana 
Court of Appeals holds, in Crescent Cigar 





Death of J. J. Ryan, Albany, 
Big Shock in Surety Circles 


John J. Ryan of Albany, N. Y., for 
years one of the best known surety bond 
producers in upstate territory and who 
partnership with George B. 
Graves, one-time secretary to former 
Governor Alfred E. Smith, was accident- 
ally killed by a gunshot wound near 
Thurman station, Warren county, New 
York, last Thursday. The suddenness of 
his death came as a shock to the upstate 
insurance fraternity and to many com- 
pany executives who knew Mr. Ryan. 

Ryan & Graves, the firm of which he 
was senior partner, had been general 
agent of the Seaboard Surety of New 
York since that company was started in 
1928. Before that Mr. Ryan was identified 


was in 


with the firm of Rose & Kiernan of 
\lbany. He has been a major figure in 


the bonding and insurance business in 
the capitol city for the past twenty-five 
years; a vibrant personality, who had the 
faculty of making friends and keeping 
them. 

According to authoritative reports the 
firm of Ryan & Graves broke up about 
three weeks ago. This was indicated by 
(George B. Graves who said when in- 
formed of Mr. Ryan’s death: “I am 
shocked to hear the news. Inasmuch as 
| resigned from the company two weeks 
ago I am in no position to give any in- 
formation.” 

Mr. Ryan leaves a wife and six daugh- 
fers, 


E. L. KEARNEY TO CHICAGO 


Selected by Aetna C. & S. as Attorney 
in Charge of Its Claim Office There; 
Nearly 20 Years With Company 

Emmett L. Kearney, now in the home 
office claim department of the Aetna 
Casualty & Surety, will on July 1 become 
attorney in charge of the company’s Chi- 
cago claim office, filling the vacancy cre- 
«ted by the recent unfortunate death of 
Irwin W. Brodt. 

Mr. Kearney has been a member of 
the Aetna’s claim department since 1916 
when he became adjuster in charge of 
its Salt Lake City office. In 1927 he was 
transferred to Kansas City, where he 
served as attorney in charge until the 
spring of 1934 when he came to the home 
office. Mr. Kearney went to Gonzaga 
University and later received a Doctor 
of Laws degree from Spokane College. 





HEAR D. C. MacEWEN 

D. C. MacEwen, vice-president and su- 
perintendent of agencies of the Pacific 
Mutual Life, was the guest speaker at 
the June luncheon meeting of the Acci- 
dent & Health Managers’ Club of Los 
\ngeles, and he told of his personal con- 
tact with similar clubs throughout the 
United States. He placed a high value 
upon these organizations in promoting 
the success of agencies devoted to the 
sale of accident and health insurance. 

The California club designated its June 
meeting day as Burford Day in honor of 
Harry L. Burford, California Agencies, 
Inc., who is a past president of the club. 


U. S. F. & G. MEETING 

Thirty representatives of the United 
States in western New York attended a 
conference last week-end in the Hotel 
Niagara, Niagara Falls. Donald D. Pat- 
rick, assistant manager of the Syracuse- 
New York city branch of the company, 
conducted the conference. 


& Tobacco Co. v, National Casualty Co., 
155 La. 505. There can be no presump- 
tion of dishonesty. In the absence of 
proof to the contrary, it is to be pre- 
sumed that all persons are honest. Judg- 
ment for plaintiff was reversed and ren- 
dered for defendant in an action on a 
fidelity bond. 





SESE] Ea 
United States Fidelity & Guaranty ¢, 
with which is affiliated 
Fidelity & Guaranty Fire Corp, 
Home Offices: Baltimore, Md, 
———_—— 


CREDIT FOR LESLIE SLOcuy 








Plainfield Safety Council Built Up Under 
His Sponsorship; Serving as 
Its President 

A justified tribute to Leslie Slocum, 
progressive insurance agent in Plainfield 
N. J., is paid by the Courier-News oj 
that city in a current series of article 
about the local safety council which is 
fast becoming an active one in the state 
Mr. Slocum is now serving as presiden; 
of the Council but the Courier-News says 
he “won’t admit that he deserves the 
honor.” It is further noted: 

“But to Leslie Slocum, who in tum 
passes along a giant portion of credit to 
Police Chief Charles A. Flynn, must g0 
the laurels as father of Plainfield’s safe. 
ty council. The work is a hobby with 
him. 

“He has had help, and he mentions 
with pride William G. McDowell and 
George Romond, but the major campaign 
to establish the council here has rested 
on Mr. Slocum’s shoulders. Mr. Me. 
Dowell, one of the original sponsors, js 
treasurer of the council.” 





LEBBY’S A. & H. LEADERSHIP 


William E. Lebby, California state 
manager at Los Angeles for the Massa- 
chusetts Indemnity, celebrated this month 
the second anniversary of his agency, 
which for 1935 to date has achieved sec- 
ond place as a company leader in volume 
for paid-for new business. Mr. Lebby 
also represents the General Accident in 
California for accident and health coy- 
erage, and for the past four consecu- 
tive months his agency has led the United 
States in volume of production. It is in- 
teresting that Mr. Lebby was recently 
granted authority to issue binding no- 
tices for Lloyd’s of London. _ 


H. & A. Sidelights 


(Continued from Page 37) 





upon which it was nearly impossible to 
hang anything.” 
* * 
“He moved into my office like a glacier 
of molasses.” 
x * * 
“He had pernicious anemia in the seat 
of his ambition. I couldn’t get him y 
and out of my office.” 
* * * 


“Most everyone who has tried to sell 


me is as unremembered as old rain. 
Guess they didn’t impress me.” 
* * * 
“  . he was like a stiff man, starched 
with self-esteem.” 
* * * 


“One particular agent had swivel eyes 
They shuttled all over the place as he 
talked.” 


2 * 
“.. he kept stropping his moustache 
against his hand.” 
oe 


then he came around the desk 
and tried to get as close to me as five 
minutes to eleven. I hate that ‘palsy- 
walsy’ stuff.” 

* * * 
. and letting me in on a wonderitl 
secret, his voice became as intimate 4 
the rustle of sheets.” 


“ 





BECOMES A BROKER 

Harry Steel has resigned as casualty 
manager of the Spear & Co. genefal 
agency at Los Angeles, and will engagt 
in. the insurance brokerage business. 
is succeeded in the position by R. 
a formerly with Swett & Craw: 
ord. 
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During the year 1934, The Travelers Companies issued checks and drafts for benefits under 
various forms of policies, to the total of 790,562. This is an average of 2.635 checks issued 
each business day during 1934. 


To serve your policyholders, promptly and efficiently, no matter where 
they may be, The Travelers has established throughout the United States and Canada, 198 main claim service 
offices; 1250 people devote their entire time to this purpose. In addition, thousands of Travelers agents 
stand ready to render immediate service. Moral: Insure in The Travelers. The Travelers Insurance Com- 
pany, The Travelers Indemnity Company, The Travelers Fire Insurance Company, Hartford, Connecticut. 
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